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You can’t learn 


to navigate from an ad! 


And there’s a lot about life insurance, too, that you 
can’t get across to the general public in an advertise- 
ment. It takes an experienced agent to spell out the 
benefits of a policy to a client. That’s why we adver- 
tise to you the following important facts in the New 


England Life change of plan provision. 


A policyholder who converts to a policy with a 


higher premium rate pays simply the difference in re- 
serves (not the difference in premiums with interest) 
between the two policies. 

To convert to a life policy with a lower premium 
rate, the policyholder needs only to give evidence of 
insurability satisfactory to the Company, adjusting 


the difference in cash values between the two policies. 
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Hope For Group Lid 
| in N. Y. Grows Dim 
| Despite Holz Stand 


No Chance for 20/40 Limit 
But All Parties Are Still 
Seeking Compromise Basis 


By ROBERT B. MITCHELL 

NEW YORK—Enactment of the 
20/40 group life limit at the current 
session of the New York legislature 
is regarded as impossible in view of 
the company and employer opposition 
to it. Superintendent Holz of the New 
York department is reported to feel 
strongly that there should be some 
kind of limit but that it would be un- 
realistic to try for the 20/40. 

The department and the domestic 
group companies are trying to work 
out a basis that will be acceptable to 
both sides but the outlook for enact- 
ment of even a compromise measure 
that would put some restraints on 
“jumbo group” is regarded as pretty 
dim. The former group limit was re- 
pealed five years ago because of what 
it was doing to domestic group insur- 
ers in competition with out of state 
companies. 
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The extraterritorial feature, in fact, 
is a serious question about any ver- 
sions that have been discussed. Do- 
mestic companies strongly oppose any 
limit whatever that would hamper 
them in competition for out-of-state 
contracts by forcing New York com- 
panies to follow New York limits ev- 
erywhere they do business. 

The agents are understood to be in- 
terested only in a limit that would 
apply to contracts written in New 
York state. 

One version of a compromise limit 
less strict than the 20/40 was pro- 
posed by department technicians as a 
basis for discussion. This would per- 
mit up to $25,000 per life without re- 
gard to salary, then 11%% times salary 
up to $40,000 of coverage. Above $10,- 
000, an amount equal to annual salary 
could be written, regardless of salary 
level. Any excess over that amount 
could be written, but only by medical 
examination. 


e os . 

The New York State Assn. of Life 
Underwriters is not happy about this 
Proposal or anything closely resem- 
bling it. The agents look upon it:as no 
limit at all, but merely a series of 
hurdles to be surmounted. They say 
that the insurer could issue a policy 
for any amount of jumbo group no 
matter how poor the medical exami- 
nation findings. Even if an executive 
had a life expectancy of only two 
years, to take an extreme case, the 
employer could pay a rate of $500 per 
$1,000 of coverage on him and take it 
as a deductible expense without its 
being taxed as income to the doomed 
executive. 

No bill has been put in the hopper 
as yet, since there is still reported to 
be a lot of ground to cover before a 
final version can be drafted. 


File HIAA Brief in 
Appeals Court in 
Natl. Casualty Case 


Health Insurance Assn. of America 
has presented a brief to U. S. court 
of appeals at Cincinnati asking Fed- 
eral Trade Commission to reverse its 
decision in the case of National Cas- 
ualty of Detroit and reiterating its 
contention that FTC erred in its de- 
cision that it has jurisdiction over in- 
terstate advertising of A&S compa- 
nies. 

HIAA’s argument followed substan- 
tially the reasoning of the brief it 
filed in the U. S. court of appeals at 
New Orleans in the American Hospital 
& Life case: That because of 
the McCarran act and subsequent 
court opinions, FTC cannot substan- 
tiate its claim to jurisdiction. 

The brief filed at Cincinnati em- 
phasized that FTC, in its majority 
opinion in the American Hospital & 
Life case, did not even acknowledge 
the 1946 case of Prudential Insurance 
Co. v. Benjamin and the interpreta- 
tion of the McCarran act in that de- 
cision. 

Although any possible question as 
to the efficacy of the McCarran act 
to express Congressional consent to 
state regulation and taxation was laid 
to rest by Prudential v. Benjamin, 
an examination of the commission’s 
opinion in the American Hospital case 
will show that the commission major- 
ity did not even acknowledge the ex- 
istence of that decision, the brief 
stated. The opinion repeatedly resorts 
to the concept that there is a breed 
of transaction which is purely in in- 
terstate commerce and therefore sub- 
ject only to regulation by Congress. As 
to this area, the commission majority 
asserts a continuing and unimpaired 
jurisdiction. 

According to the commission major- 
ity, the brief continued, Congress 
could not have intended to do more 
than preserve to the states their pow- 
er to regulate insurance in the tradi- 
tional manner and did not intend to 


add to that power, or impair the juris- 
(CONTINUED ON PAGE 28) 
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Says Premium Payment 
Test May Be Reinstated 
on Compromise Basis 


The premium payment test will not 
be reinstated either on the original 
basis as provided by the 1942 internal 
revenue act or as outlined in current 
Treasury Department proposals, in the 
opinion of John J. Magovern Jr., vice- 
president and counsel of Mutual Bene- 
fit Life. 

Mr. Magovern, addressing New York 
City CLU chapter, indicated, however, 
there could be a compromise between 
the present law and the department’s 
proposals. But he did not think there 
is any equitable method for reaching 
such a compromise. The desire of 
Treasury people to reinstate the pre- 
mium payment test regarding life in- 
surance proceeds seems related to 
their feeling that this exemption gives 


some special privilege to _ policy- 
holders. 

Mr. Magovern, commenting infor- 
mally on the Washington scene, 


stressed that his remarks were his 
own personal views and did not rep- 
resent those of any organization or 
company. He is chairman of the joint 
subcommittee on federal taxation of 
American Life Convention and Life 
Insurance Assn. of America. 

The proposal to disallow interest 
deductions on premium loans was 
studied before the 1954 internal rev- 
enue code was enacted, he noted. The 
1954 code provisions relating to this 
matter were well considered at the 
time, he felt. 

In relating this question to bank 
loan sales, Mr. Magovern said it would 
not be desirable to use tax legislation 
to police insurance selling methods. If 
there is a general feeling that the 
present status of bank loans should 
be changed, it should be done more 
directly than by the tax method, 
which would debase the collateral 
value of cash values in policies, he 
said. 

The Jenkins-Keogh bill to allow 
self employed individuals to buy an- 
nuities or life insurance on a tax de- 
ductible basis will be advocated 
strongly by professional groups, he 
predicted. Although many observers 
feel the bill will be passed as a result, 
he felt the measure will run into con- 
siderable difficulty and may not be 
enacted because the government 
would lose so much revenue if it be- 
came law. 


NW Nat'l. Stock Value 


Drops Since Meeting 


MINNEAPOLIS—The market price 
of stock of Northwestern National Life 
has taken a sharp drop since the an- 
nual meeting Jan. 28. During the recent 
fight for control of the company prices 
were bid up from about $83 to $103.50 
a share, which Great Southern Life, 
Nationwide Corp. of Columbus, and a 
Minneapolis group all were offering. 
At one time before the annual meeting 
as high as $105 was bid for the stock 
with holders asking $110. Since the 
annual meeting at which the present 
management retained control the price 
of stock has dropped to $90 bid, $94 
asked, as of Tuesday this week. 
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Clark Chairman, 
Elliott President 
of John Hancock 


Gay a Director, Miner, 
Gilman V-Ps; Five Other 
Executives Also Advanced 
BOSTON—Paul F. Clark, president 


of John Hancock since 1944 and with 
the company since he started as an 





Paul F. Clark Byron K. Elliott 


agent in Baltimore in 1915, has been 
elected chairman. He will continue to 
serve as chairman of the finance com- 
mittee. 

Byron K. Elliott, executive vice- 
president since 1948, has been elected 
president. He will serve as chairman 
of the executive committee. 

Mr. Clark will share with Mr. Elliott 
responsibility in all matters of over-all 
policy. 

e e * 


Clyde F. Gay, vice-president in 
charge of administration since 1950, 
was elected a director. He joined the 
company in 1942 as a 2nd vice-presi- 
dent, after 17 years experience in 
general agency management. 

Reginald B. Miner, with the com- 
pany since 1928, and its 2nd vice- 
president in charge of city mortgages 
and real estate since 1955, was ad- 
vanced to vice-president in charge of 
that department. 

Lawrence B. Gilman, who joined 
John Hancock as attorney in 1946 after 
several years’ experience in private 
law practice and has been a 2nd vice- 
president since last year, was elected 
vice-president in charge of the claim 
department. 


Elected 2nd vice-presidents were 
Gordon B. Jones, with the company 
since 1948 and assistant treasurer 
since 1952; Wesley H. Olson, with the 
company 36 years and associate con- 
troller since 1949; Vernon D. O’Neill, 
with the company since 1931, and for- 
merly assistant secretary, and Arthur 
G. Weaver, associate group actuary 
since last year, who joined the com- 
pany in 1949. 

Floyd A. Lamb, analyst in public 
investments, was elected an assistant 
treasurer. 

Vice-presidents Harold A. Grout, 
who advanced via the actuarial route; 
James H. Magee of the financial de- 
partment, and Asa P. Lombard, whose 
background is in claims work, have all 

(CONTINUED ON PAGE 28) 
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Proposed Premium Tax 
Hike in Montana 
. Poke ele eR “ 
Tesmed ‘Disasterous' 
Pd P . SS - 

R. B. Richardson, “president and 
chairman of Western Life, warned 
stockholders at the company’s annual 
meeting of what he termed “disaster- 
ous” legislation in the form of a bill 
in the Montana legislature to increase 
taxes on gross premiums. Passage of 
such a law, he said, would impair the 
future of the company’s existence in 
that state. 

“Our very existence as a Montana 
corporation is being threatened by a 
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officers at the 4- 


day annual field Older Life Policies 


management con- Gyardian Life will make the mod 


bill that-jwas introduced -in the house 
of repres@htatives,” he said. “The ul- 
timate effect .. . is that the competi- 
tive position of this company would be 
completely destroyed, and my advice 
to you stockholders in’ event this bill 
becomes law, would be that you seek 
a new state of residence.” ai 

As the law stands now, it is under- 
stood that gross premiums in Montana 
are taxed $125 on the first $5,000 and 
2% on the excess. The proposed bill 
would raise the tax toa@% on gross pre- 
miums in excess of $5,000. A 3% tax 
would be the equivalent of nearly 70% 
of net income of all insurance compa- 
mies, Mr. Richardson said. 

Referring to Western Life’s new 
home office building and the possibil- 
ity that the investment it represents 
would preclude a move by the com- 
pany, Mr. Richardson declared that 
the Savings which could be effected in 
premium taxes alone under the 3% 
rate would equal the cost of the new 
building in a very few years. 

Mr. Richardson told stockholders 


Néw York, directors. 





dent. Standing are R? Maxwell Stevenson, Pittsburgh, and 


Hilliard N. Rentner, 








that this bill. left no choice but to in- 
troduce a counter bill confining. insur- 
ance company taxation to premium 
tax and property tax and reduce the 
premium tax rate on domestic compa- 
nies to 1%. 


Sue Cal. Agent on Bank 


Loan Sales in Hawaii 


Hearing of the first of a series of 
five complaints relative to misrepre- 
seniation in the sale of “bank loan” 
life insurance in Hawaii has been en- 
gaging the attention of the U. S. dis- 
trict court in Honolulu. The defendant 
named in each complaint is J. Leland 
Anderson, a resident of Beverly Hills, 
Cal., who about three years ago, along 
with two other agents, was involved 
in similar suits at Los Angeles. 

Plaintiffs are G. E. Wall, Hosmer 
Rolph, William W. Girton, J. Henley 
Dillingham, and Walter H. Dillingham. 
All five complaints contain almost 
identical declarations that the defend- 
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ant, in soliciting the plaintiffs for the 
sale of insurance, misrepresented the 
facts in respect to operation of the 
having no concrete 
knowledge of insurance, the plaintiffs 
purchased the coverage on the repre- 
sentations made. Mr. Wall, in his suit, 
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Insurance Department 
Investigation Voted 
by N. J. Legislature 


The New Jersey legislature has 
yoted that an investigation of alleged 
malpractices in the insurance depart- 
ment be made by the Jaw enforce- 
ment council, a legislative agency. 

The step was taken on the basis of 
an anonymous letter charging bribery 
in connection with the issuance of in- 
surance licenses and regulation of in- 
surers, which were recently received 
by Gov. Meyner, Commissioner Howell 
and five New Jersey newspapers. Ear- 
lier, the governor had asked that a 
probe be made by Attorney General 
Richman. The letter alleged 10 specif- 
ie violations by the department, ac- 
cused several persons including em- 
ployes of taking part in illegal actions, 
and méntioned several insurance “om- 


panies. 


To Hold Hearings 
on Fla. Legislation 


Commissioner Larson of Florida has 
scheduled a series of eight one-day 
hearings on a proposed program of leg- 
islation affecting state insurance laws. 

Fire and casualty legislation will be 
the morning topic at the meetings, with 
life, A&S being discussed in the after- 
noon. 

The meetings began in Orlando, West 
Palm Beach, and Miami this week and 
will continue in Tampa, Feb. 20; Jack- 
sonville, Feb. 21; Tallahassee, Feb. 22; 
Pensacola, Feb. 27, and Panama City, 
Feb. 28. 


Pru V-P Talks to Twin City 
Home Office’ Underwriters 


Orville E. Beal, vice-president in 
charge of Minneapolis regional home 
office of Prudential, addressed the 
Twin City Home Office Underwriters 
club at its mid-winter meeting this 
recently in the Lutheran Brother- 
hood building at Minneapolis. His top- 
ic was “Developing Good Relations 
Between the Field Force and the Un- 
derwriting Department.” 

Al Konigson, vice-president of Lu- 
theran Brotherhood, is president of 
the year-old Twin City club, .which 
has a membership of about 100‘under- 
writers from 14 different life’ compa- 
nies in the Twin City area. 





Colonial Life Sponsors Students’ 


Junior Achievement Company 

Colonial Life is sponsoring a junior 
achievement company composed of 
Essex county, N. J., high school stu- 
dents. 

The charter of the company, “Clico 
Products,” was presented at a lunch- 
eon following a tour “of Colonial’s 
home office. “Clico Products” has 
raised capital to start business, set a 
wage scale and now manufactures and 
sells an attractive kitchen shopping 
reminder for housewives. Raymond D. 
Sigler Jr., Robert L. Baer, and Nichol- 
as Van Wattingen of Colonial serve 
as advisers on business, sales and pro- 
duction. . 





Milwaukee Life & Trust Council 
Elects W. E. Clark President 
Warren E. Clark, Northwestern Mu- 
tual Life, has been elected president 
of Milwaukee Life Insurance & Trust 
Council. Other new officers are John 
C. Geilfuss of the Marine National Ex- 
change bank, vice-president, and Wil- 
liam -H. Pryor of Connecticut Mutual 
Life,. secretary-treasurer. pe SHRs 





New York Life Cites Group Leaders 
New York Life honored its 1956 
leaders in group cases and premiums 


j at a group sales conference at Bel- 


leair, Fla. Top district group manag- 
ers were Lewis E. McIntire, Oklahoma 
City, E. J. Anderson, San Francisco, 
and James P. Moloney, New York. 
William E. Lafferty, San Francisco, 
and Edward B. Ballou Jr., Oklahoma 
City, were leading home office repre- 
sentatives in premiums and cases, re- 
spectively. : 





Matson Assurance, organized two 
years ago by Matson Navigation Co. at 
San Francisco to write group life 
and disability and welfare plans, has 
passed the $100 million mark of in- 
surance in force—$104,373,600. 


U.S. C. of C. Conferences 


to Promote Pension Plans» 
WASHINGTON—A. L. Kirkpatrick 
manager of U. S. Chamber of Com- 
merce insurance department, has noti- 
fied the department membership that 
a series of regional conferences is 
planned to promote individuals’ pro- 
visions for retirement. The first con- 
ference will be held at Houston, 
March 19, Mr. Kirkpatrick suggested 
that employers without pension plans 
be invited. : 
He said the strongest defense against 


federal entry into financing of health 
care is the phenomenal growth of vol- 
-untary insurance. He also cited--a 
need for more protection for older 
people. 





Writes Ap-a-Week for 24 Years 

William J. Schnabel, with Jefferson 
Standard Life at San Antonio since 
1928, has achieved an enviable record 
of 24 years on the Ap-A-Week club. 
He also has been a member of the 
Texas Leaders Round Table for 13 
years. 





aie 
HAVE 
SEEN 
A CENTURY... 





To have seen a century is to 
have seen five generations born and 
grow. It has been a privilege for us 
to know them intimately. As one of 
the largest life insurance companies, 
our services are dedicated to- their 
hopes, ambitions and security. ~ 

To have seen a century is to 
have. weathered wars, panics and 
depressions. Northwestern Mutual 
has met each challenge, safeguard- 
ing the financial future of millions. 


To have seen a century is to 
have watched our nation progress 
beyond the brightest hopes of early 
dreamers. We have seen our Com- 
pany share soundly in this growth. 


To have seen a century is to 
wish that we could personally meet 
and thank the more than a million 
policyholders whose confidence and 
satisfaction make this happy 100th 


“birthday possible. 


But we pause only briefly to. mark 


'\ this occasion. For Northwestern 
~ Mutual and its family of representa- 
.; tives serving across the nation view this 
centennial not only as a milestone, but 
_juqalso as a stepping stone. The anniver- 


sary emblem shown here symbolizes the 
projection of the Northwestern Mutual 
spirit from our founding year into a 
limitless future. 

It will be a future, you may be sure, 
which will see Northwestern Mutual 
safeguarding each tomorrow for new 
millions of Americans. 


_ THE NORTHWESTERN MUTUAL 
- LIFE INSURANCE COMPANY 


WWAUK EE, WISCONSIN 
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M ore Companies Report 
Record Sales for 1956 


JOHN HANCOCK 


John Hancock’s life insurance sales 
in 1956 totaled a record $2.3 billion 
and boosted business in force to a 
peak $18,808,000,000, up 8.2%. Benefit 
payments totaled $341 million, con- 
sisting of $243 million to living policy- 
holders and $98 million to beneficiar- 
ies. 

Assets reached $4.9 billion, up $300 
million. New long-term investments 
amounted to $558 million. The net 
rate of return earned on total invested 
funds, after deducting all investment 
expenses except the income tax, was 
3.63%. The income tax reduced it to 
3.34%. 

Of the $1,252,000,000 investment in 
mortgage loans, 72% represented fi- 
nancing of homes, 11% was in com- 
mercial and industrial loans, and 17% 
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was in farm loans. Sixty-five percent 
of the entire residential portfolio was 
insured or guaranteed by some U. S. 
government agency. 

Nearly 450,000 policyholders held 
group or individual annuity contracts 
providing for $175 million a year in 
current or future benefits. Dividends 
to policyholders amounted to $80 mil- 
lion, up $5 million, in 1956. Mortality 
experience continued favorable. 


SUN LIFE OF CANADA 


Sun Life of Canada placed a record 
$854 million of insurance on the books 
in 1956 to bring business in force to 
more than $7 billion. Group sales ac- 
counted for $259 million, representing 
30% of total sales, bringing group in 
force to $2.5 billion. Ordinary life sales 
were up 15%. 


Policyholders’ premiums amounted 


WHEW!... 


Sure keeps a fellow on his toes nowadays, 
doesn’t it? 

Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 
small group, jumbo group. 

And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 
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to $194 million and income from all 
sources totaled $312 million. Surplus 
rose to $141 million. Assets passed the 
$2 billion mark. The gross rate of in- 
terest earned on the assets rose to 
4.32% by year’s end, highest yield in 25 
years. Total policy payments were a 
record $137 million. A record $31 mil- 
lion will be paid in dividends this year. 
Sun Life placed $89 million in new 
mortgage loans last year. A total of 
$460 million is invested in home and 
other mortgages. Bond holdings total 
$1.2 million. Forty-seven percent of 
total invested assets are in the U.S. 


CONNECTICUT GENERAL 


Connecticut General’s life insurance 
sales in 1956 totaled $1,050,674,632, up 
$274,042,281. Ordinary sales amounted 
to $586,584,872, up $85,833,762. Group 
sales were $464,089,760, up $161,208,- 
519. The group figures excluded net 
of additions and terminations on cases 
previously in force. Net additions in 
1956 totaled $410,100,067, down $88,- 
358,853. 

Life insurance in force rose to $8,- 
278,358,424. The in force total consisted 
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of $3,142,803,825 of ordinary, up 
527,405, and $5,135,554,599 of BToup, wp 
$769,473,890. 

Premium income totaled $283 952. 
619, up $27,165,447. The total co 
of $197,993,438 in life insurance, ap. 
nuities and pension fund Payments 
up $17,984,186, and $85,959,181 in Ags 
and hospital expense, up $9,181 261 

Payments to policyholders and hep. 
eficiaries totaled $150,648,293, up $17. 
539,559, with 72% going to living po. 
icyholders and 28% to beneficiaries 

The average size of life policies was 
$14,090. 

Investments totaled $207,637,598 
down $20,476,005, and yielded a grog 
4.276%, up .145%. Net interest rate 
on all investments before the federa| 
income tax was 3.59%, up .09%, and 
after the tax was 3.27%, down .03%, 

Assets totaled $1,608,284,838, yp 
$149,866,478. 


CENTRAL LIFE OF IOWA 


Insurance in force for Central Life 
of Iowa at the end of 1956 totaled 
$465,294,563, an increase of $31,432. 
543, the biggest gain for any year. As. 
sets were up to a record high of $148. 
241,822, which is $6,421,581 more than 
the 1955 figure. Sales in 1956 passed 
the $60 million mark, up nearly $5 
million. Surplus totaled $12,738,066. In- 


terest earned on investments for 195¢ | 


was 3.71% before federal income taxes 
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and 3.47% after taxes. This compares 


with 3.57% and 3.35% as corresponding | 


figures for the year before. Benefits to 
policyholders in 1956 totaled $8,488,667, 
including dividends, bringing total 
benefits paid in the 61 year history of 
the company to more than $151 mil- 
lion. 


NORTH AMERICAN ACCIDENT 


North American Accident concluded 
its biggest single year of growth in its 
history in 1956—it’s 70th anniversary 
year. Accident and Health premiums 
exceeded 1955 totals by some $2 mil- 
lion and life in force topped the 1955 
figure by approximately $8 million. 
The banner year could be attributed to 
the successful efforts of North Ameri- 
can agents who gave special sales im- 
petus to the 70th anniversary cele- 
bration of the company’s founding in 
1886. Increases in both life and A&S 
could be traced also to the efforts of 
the company to streamline its sales 
portfolio in both lines. The past year 
saw the introduction of full coverage, 
franchise, and limited policies in vir- 
tually all of the 48 states in which the 
company operates. A sidelight of the 
record-breaking year was the fact that 
each month in 1956 topped the previ- 
ous month’s production total in A&S. 


STANDARD OF OREGON 


Standard of Oregon in 1956 had 
sales of $95,783,119, an increase of 
136% over 1955, bringing insurance in 
force to $320,376,682, an increase of 
32% for the year. The company also 
reached new high levels of activity in 
all other phases of operation. Sales 
were up $36,415,801 in individual life 
coverage and $59,367,318 in group, In- 
cluding mortgage cancellation insur- 
ance placed in connection with the 
veterans loan program in Oregon. 

Sales of individual A&S increased 
26% and the sales of group A&S were 
up 72%. Payments to policyholders and 
beneficiaries during the year were $4,- 
544,341 of which $3,137,920, or 69%, 
were to living policyholders, and $1,- 
406,421, 31%, to beneficiaries. In addi- 
tion to these payments, a total of $3,- 
440,265 was added to reserves. Assets 
at the end of 1956 were $65,627,429, 
an increase of 6%. The over-all inter- 

(CONTINUED ON PAGE 28) 
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” Proudly John Hancock wrote his signature for American And John Hancock’s assets — now at a new high of $4.9 billion 
independence — and proudly today, with this 1956 Annual are prudently invested nationwide in almost every phase of the 
WA Report, the John Hancock announces an all-time. record of serv- American economy, working steadily for national progress and 
oo ice by Hancock life insurance to the security and independence stability and strength. 
) . . 
$31,432. of the American family. Life insurance is a solid guarantee of independence for 
ear. As. Over $2 billion of new life insurance was purchased from this Americans everywhere. John Hancock is gratefully proud of its 
of $148. Company in 1956, bringing the total insurance in force to $18.8 part in providing this guarantee. 
pete billion. John Hancock policy owners now number 10 million. 
arly $5 
i STATEMENT OF FINANCIAL CONDITION, DECEMBER 31, 1956 
oh ASSETS OBLIGATIONS 
ponding | Bonds. . . «© «© «© «© « «© ec +$2,980,084,524 ie reserves . . 6 «© «© «© «© +$3,769,269,776 
, es . © amount determined in accordance 
prs United States of America with legal requirements which will, with 
; total Longterm . . . $ 308,706,927 future a re sy a awe Pay- 
Short t oe 67,465,066 ment o ture policy benefits. 
ane we Policy owners’ and beneficiaries’ funds . 339,941,280 


51 mil- Dominion of Canada . 398,126 Proceeds from death claims, matured en- 
dowments and other payments, including 


State, Provincial and 
snliienediatl dividends, left with the Company at in- 














IDENT Municipal . ... 176,265,840 terest. 
rcluded ‘Railroad... lt 274,254,614 Dividends payable to policy owners. 90,724,374 
h in its Public utility . . . — 1,131,325,031 Apportioned for distribution in following 
versary : as year or in process of payment. 
>miums Industrial and Policy benefits in process of payment . 22,878,533 
52 mil- Miscellaneous . . 1,021,668,920 Claims in process of settlement and an 
1e 1955 estimated amount for claims not yet 
nillion. Stocks. . . . . . « « « « « 282,039,607 on aids pope 
er policy obligations . . +» «+ - ’ 
uted to Preferred or Guaranteed 60,949,142 Premiums paid in advance of due date " 
Am 
) ri Common... . 221,090,465 and other special policy reserves. 
=o F Mandatory security valuation reserve . 113,287,554 
Bein | Mortgage loans on real estate. . . « 1,252,131,188 = mena the National Association 
q ee 
i ae Residential and Busi 1,041,154,321 of Insurance Commissioners. 
1 A&S t Reh ws re ae pines Federal income and other accrued taxes . 19,597,000 
oe of | ngs nr ae Other obligations, including accrued 
: pe Real estate (Home office and capa se es 8 + oe 
. yer : : , Total Obligations . . . . . .$4,424,320,357 
yerage, other investment properties) . . . 84,985,436 
in vir- 4 SURPLUS FUNDS TO POLICY OWNERS 
ch the Loans and liens on Company’s policies . 129,966,533 Special reserve funds: 
of the = Contingency reserve for Group 
ct that Cash in banks and office . . . . . 47,322,242 insurance . . . . + + + -$ 16,552,000 
previ- & Contingency reserve for fluctuation in 
A&S. s Premiums due and deferred . . . . 67,887,592 security values. . . - - - - 103,000,000 
General safety fund . . . . . - 353,061,586 
N Interest and rents due and accrued . . 41,182,129 Held as protection against adverse fluc- 
tuations in mortality, investment or ex- 
3 had Other assets . . «1 + se +h e)~—s(11,334,692 pense rates. celeste 
ise of Total Surplus Funds. . . . - -__ 472,613,586 
nce in Total Assets . .« «© «© + © «© +$4,896,933,943 Total Obligations and Surplus Funds .$4,896,933,943 
ase of & é 
ar - Assets are valued in conformity with the lawe of the several States and as prescribed by the National Association of Insurance Commissioners. 
Sales 
os DIRECTORS 
insur- Charles L. Ayling Ralph Lowell Lloyd D. Brace 
h the Albert M. Creighton Thomas D. Cabot Lee P. Stack 
Joseph E. O'Connell Merrill Griswold Earl P. Stevenson 
eased Paul F. Clark Samuel Pinanski Dwight P. Robinson, Jr. 
were William M. Rand Philip H. Theopold Erwin D. Canham 
sand | Edward Dane E. Taylor Chewning William Wood Prince MUTUAL LIFE INSURANCE COMPANY 
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New York Women Hear 
Estate Planning Talks 


New York League of Life Insurance 
Women heard talks by persons inter- 
ested in estate planning at a meeting 
at Mutual of New York’s home office. 

Mrs. Edna Duschnes, Massachusetts 
Mutual, New York, said wills should 
be reviewed with an eye toward qual- 
ifying the estate for the marital de- 
duction. Mrs. Rose L. Stein, New York 
lawyer, stressed the need for keeping 
wills up to date. Mrs. Miriam I. R. 
Eolis, New York certified public ac- 
countant and lawyer, said accountants 


play an important role in correlating 
facts and figures for estate planning. 
Mrs. Rose O’Neil, investment counse- 
lor of Harris, Upham & Co., said 
planning must take into consideration 
those stocks paying uninterrupted di- 
vidends. Mrs. Elizabeth Van Sciver, as- 
sistant trust officer of First National 
Bank of Princeton, N. J., said the 
wider a trustee’s power the better the 
results will be for the trust in the fu- 
ture. 

Mrs. Ceil K. Sweid, Equitable Life of 
Iowa, New York, presided. Miss Her- 
mine R. Kuhn, independent, was pro- 
gram chairman. 


=_—== 


ALC Lists Schedule of 1957 Regionals 


Four regional meetings of American 
Life Convention in 1957 will be at Mil- 
waukee, March 4-5; Nashville, April 
1-2; Los Angeles, May 2-3, and Hart- 
ford, May 20-21. These regional meet- 
ings are not based on programs of for- 
mal speeches, but free, off-the-record 
discussions of industry problems sug- 
gested in advance by the officers of 
member companies or from the floor 
by those in attendance. Letters have 
been sent to all member companies 
from ALC headquarters suggesting 








Architect’s sketch of the Home Office of the Connecticut Mutual Life Insurance 
Company showing the new North Wing now under construction at the left. 


we 


Preparing for even greater erowth 


HIS year the new north wing of the Connecticut 
Mutual home office building will be completed to 


meet the needs of a growing company. 


Just 30 years ago the front and center section of the 
building was completed. Then in 1941 the south wing, 
_to your right in the sketch above, was completed. Con- 
necticut Mutual’s growth in these last 15 years tells why 
we again need more space for more people, more ma- 


chines, more space for records and more daily transactions. 


New life insurance written in 1941 was $108 million | 
Ryne oe Pc 


and in 1956 it was $430 million; just about qugdrupled. 


Life insurance in force was $1136 million in 1941 and 
$3397 million in 1956; almost tripled. In 1941 benefits to 
policyholders were $34 million and in 1956 they were $99 


million; again almost exactly tripled. 
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HIGHLIGHTS FROM 


Interest.on Dividend Accumulations, 1957 
Interest on Optional Settlements, 1957 


1941 1955 1956 
Nery Tits Temaratire Gabe icc. anon scsa oc caccccas soeccccscccteenccaccs $ 108,238,955 $ 405,323,379 $ 430,110,522 
Riviera ease OMOY eel son se coin cen etnias 3,643 8,741 8,800 
EE cnn ler GC. C. te eS eo ee See el 1,135,915,272 3,123,345,685 3,397,600,780 
Reserved for Dividends to Policyholders ........................ 5,650,000 21,950,000 24,400,000 
CUS ae SS SS i 5 OE Sinn RR ele eesti Ante 423,993,718 1,188,653,256 1,261,397 ,942 
Unassigned Funds (Surplus) .................2...2.-.:-.:0-+-0---00++- 16,351,007 65,064,099 oa 70,767,306 
Net Interest Earned on Total Investments, 1956 —....-..........--...0:cceceeee 3.59 % 
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probable topics of interest and pp. 
questing their suggestions. 

The convention staff will be repre. 
sented at all meetings and prepare 
to enter into discussions and help with 
answering questions as they arise, 

John A. Lloyd, president of 
and president of Union Central Life 
emphasized that attendance at region. 
als is limited to representatives 
member companies, the convention 
staff and guests. No trade paper or 
newspaper people will be admitted tp 
any of the sessions. 





Junior Life Vaiues 
Subject of Talk by 


Travelers Attorney 


“Junior Life Values as Shown 
Court Cases” was the subject of an 
address given by James B. Ha 
attorney of Travelers, before a joint 
meeting of Connecticut CPCU ang 
Hartford CLU chapters in New Haven. 





Postal Life Increases 


Commissions on Group 


Postal Life has made increases 
ranging as high as 92% on group con- 
missions. The new schedule applies to 
business. now in force and to new 
cases. The increased first year rate 
will be paid on business in force less 
than a year. The higher renewal rate 
will be paid on cases now in the re- 
newal period. 





Seek Licensing Law in Iowa 








DES MOINES—lIowa Assn. of Life | 
Underwriters is sponsoring a bill, in- | 


troduced.:in both houses of Iowa legis- 
lature, which would require written 
examinations for agents selling life in- 


surance. It also was reported that a | 
bill was introduced in the Iowa house | 
that would eliminate medical exami- | 


nations for life insurance. 












policy reserves when New York Life 


used this method to compute legal re- © 
serve liabilities as of Dec. 31, 1956. 


James T. Phillips, senior vice-presi- 
dent and chief actuary, is shown here, 
at right, presenting his affidavit at- 
testing the company’s condition as he 
chats with Mrs. Sol Slutsky, head ac- 
tuarial clerk, and E. Joseph Smith, 
senior actuarial clerk of the New York 
department. The processed data cov- 


ered some 414 million individual poli- | 


cies and legal reserve liabilities of 
more than $41 billion. — 

The data-filled tapes were processed 
by the IBM. 105 electronic equip- 
ment installed last year. The company 
has also been using high-speed elec- 
tronic equipment to prepare some 8 
million premium and dividend notices 
a year. 


For the first time in life insurance 
history, individual policy records on | 
magnete tape were used to determine | 
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hat will he be? 


Although this advertising does not make a direct attempt to 
sell Life Insurance, it has convinced parents that an insurance 
company need not be an actuarial machine...that it can be a 


“What will he be when he grows up?”—this question has _helpful, interested human force. 


New York Life Insurance Company’s public-service 
advertising helps parents plan their children’s future. 

















probably been asked by parents since the world began. 

jurance 
rds on Concerned with this problem, the New York Life Insurance - a 4 ; = 
—_ Company decided to offer parents some helpful information. In The Ladies Home Journal is helping us help Parents, 
gal re- May, 1953, they published a public-service advertisement writ- according to an executive of the New York Life Insur- 

, 1956, ten by Dr. Walter C. Alvarez, headlined “Should Your Child ance Company. “We know how important the woman 
—_ be a Doctor?” It was directed to women in Ladies’ Home is in molding her child’s future—and also in making or 
rit at- Journal. Immediately, this advertising drew enthusiastic ap- breaking the sale of life insurance. That’s why New York 

as he plause from parents, organizations, and the medical profession. Life advertises in Ladies’ Home Journal—‘the magazine 
ale 4 ; ; women believe in.’ Judging from the response we are get- 
es Subsequent advertisements have discussed such careers as ting from Journal readers, our choice was a wise one.” 
ee Banking, Teaching, Dentistry, Journalism—and each has of- 
1 poli: | fered the advice of a top person in that particular field. : 
ies 0) | 
cote | _ Never underestimate the power Jodies’ 
npany | eho No. 1 in circulation 

cle of the No. 1 magazine for women... Hos teei:) tn emevestignal antes 

porta . . ‘ No. 1 in advertising revenue c 
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305 Qualified in January, 718 Have Made 


A total of 305 applicants for the 
1957 Million Dollar Round Table qual- 
ified during January, bringing total 
qualifications through Jan. 31 to 718, 
according to Howard D. Goldman, of 
Richmond, chairman of the 1957 Round 
Table and general agent for Virginia 
for Northwestern Mutual. 

Of the 305 January qualifiers, the 
life and qualifying, repeating, category 
accounted for 107, which, with the ear- 


lier qualifiers, brings the total in this 
classification to 307 through Jan. 31. 

Life members qualifying in January 
numbered 43, bringing the aggregate 
to 110. 

Life and qualifying, first time, qual- 
ifiers in January accounted for 35 of 
the total, bringing the Jan. 31 aggre- 
gate to 91. 


which brings the total through Jan. 31 
to 120. 

There were 62 first time qualifiers 
in January, bringing the total of new 
members through Jan. 31 to 90. 

Following is the complete list of Jan- 
uary qualifiers, divided into the five 
MDRT categories: 


Life & Qualifying, Repeating 


The qualifying and repeating group paniel Auslander, Mass. Mutual, N. Y. City; 
qualifying in January numbered 58,Paul Avery, independent, Longview, Tex.; R. 








~YCSSITYO! 


No It Isn’t Russian . . . nor Yugoslav... 
nor Czech. It stands for Minnesota Mutual’s 
concept of how to succeed in the life insur- 
ance business . . . “You Can’t Sell Sitting In 
Your Office!” 


Here At Minnesota Mutual we haven’t been 
sitting in our office! Minnesota Mutual 
agency people spend most of their time on 
the street, with the Field, demonstrating be- 
fore prospects that Minnesota Mutual tools 
really work! Getting out ourselves and 
proving it is the final... and vital... step 
in our concept of successful life insurance 
selling. 
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We Believe... first... in thoroughly or- 
ganized sales methods. Second .. . tested 
and proven presentations aimed a* selling 
life insurance to fit specific needs. Third... 
dramatic, convincing visual aids that trigger 
every presentation. Our Success Bond Story, 
Mortgage Cancellation Plan and unique 
Business Insurance Proposal are typical 
examples. Originated by Minnesota Mutual 
and improved constantly over the years, 
they have no peers in the industry. 


Career underwriters who sell for Minnesota 
Mutual Life haven’t been sitting in their 
offices either! They’ve used these tools to 
give us 1% billions of insurance in force. 
They’re the men whose guiding light is the 
“Star of the North.” They’re the men who 
are building a successful career with... 


The Agent - Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 
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M. Baker, Mutual Benefit Life, Los Angeles. 
M. H. Beitman, Continental, Harrisburg; 1 
Bell, Southland, Austin; S. M. Bernbaum 
Penn Mutual, Seattle; Harry Beube, Great. 
West, Hamilton, Ont.; G. H. Bowman, N, y 
Life, San Francisco; Patrick Bryan Jr., South. 
western, Graham, Tex.; R. K. Clark, Ney 
England Life, Cleveland; P. W. Cook, Mutua 
Benefit Life, Chicago; E. L. Collins, N, y 
Life, San Francisco; J. P. Costelio, Southwest. 
ern, Dallas; J. H. Dearie, N. Y. Life, Ney 
Orleans; Arnold Domertitz, N. Y. Life, N, y, 
City; J. F. Dumas, N. Y. Life, New Orleans; 
R. W. Ebling Jr., Penn Mutual, N. Y., City. 
R. C. Ellis, Home of N. Y., N. Y. City; R. 1 
Emerson, Phoenix Mutual; Boston; F. B. Ens. 
minger, independent, Detroit; Benjamin Ep- 
stein, Kansas City Life, Houston; E. R. Erick. 
son, John Hancock, Buffalo; C. T. Ermlich, 
Ohio National, Alliance, O.; Z. W. Finberg 
Great-West, St. Paul; F. W. Fountain, North 
American of Canada, Detroit. 

Morris Galnick, Great-West, Chicago; B, 1 
Gheen, Mutual Benefit Life, Cleveland; Henry 
Gilbert, Gulf Life, Miami; P. J. Goldberg, 
Canada Life, N. Y. City; R. H. Goldsmith, 
Conn. Mutual, Los Angeles; W. H. Goldsmith, 
Prudential of England, Toronto; Harry 
Greensfelder Jr., independent, St. Louis; F, F, 
Griffin, Conn. General, Buffalo; R. B. Hardy, 
Conn. Mutual, Lima, O.; W. B. Hardy, New 
England Life, Cincinnati; J. R. Hathaway, N. y 
Life, Glendive, Mont.; G. A. Hatzes, Fidelity 
Mutual, Washington, D. C.; V. D. Hollander, 
Mutual of N. Y., Miami; N. S. Jacobson, 
Crown Life, Baltimore; E. L. Jones, Mass, 
Mutual, Detroit; J. D. Jones, Prudential, Jack- 
sonville; Nathan Karnibad, Mass. Mutual, Sa- 
vannah; D. P. Kreer, Fidelity Mutual, Chica- 
go; F. H. Kross, Conn. Mutual, Detroit; H. L, 
Landon, Southwestern, Amarillo, Tex.; L. 
Langston, Southwestern, Lubbock, Tex.; Ru- 
dolf Leitman, N. Y. Life, Detroit; E. Y. H, 
Leong, Standard of Indiana, Honolulu; Mrs, 
Adele Levy, United Benefit, New Orleans, 
A. J. Lewallen, Mutual Benefit Life, Miami, 

E. W. Lienke, Conn. General, Minneapolis; 
L. L. Lifshey, N. Y. Life, N. Y. City; R. E. 
Loewenberg, Mass. Mutual, N. Y. City; J. B. 
Longley, United L. & A., Lewiston, Me.; G. J. 
Lucas, N. Y. Life, Sioux Falls, S. D.; Elliott 
McClung, Southwestern, Dallas; D. C. 
McCune, Fidelity Mutual, Pittsburgh; Clayton 
Mammel, Farmers & Bankers, Wichita; M. M. 
Matson, Mutual Benefit Life, Cleveland; R. L. 
Maxwell, Southwestern, Dallas; J. N. Meeks, 
N. W. Mutual, Columbus, O:; J. D. Miller, 
Mutual of N. Y., Chicago; R. A. Mills, New 
England Life, San Diego; G. W. Morris, Pru- 
dential, Amarillo, Tex.; Frank Nathan, N. Y. 
Life, Los Angeles; B. Nuell, Conn. Mutual, 
Los Angeles; J. G. Oltorf, Republic National, 
Midland, Tex.; G. D. Orput, New England 
Life, Portland, Ore.; A. J. Ostheimer III, 
N. W. Mutual, Philadelphia; M. T. Paine, 
Mass. Mutual, Chicago; W. L. Porte, Mutual 
of N. Y., Colorado Springs; A. J. Pratka, 
American General, Houston; J. P. Propis, 
N. W. Mutual, Buffalo; Eugene Rappaport, 
Pacific Mutual, Chicago; E. B. Redfield Jr., 
N. W. Mutual, Boston; H. L. Regenstein, 
Mass. Mutual, N. Y. City; B. B. Resnik, Mass. 
Mutual, New Haven; A. D. Rinne, N. W. Mu- 
tual, Indianapolis; J. D. Rosenbaum, Conn. 
Mutual, Cleveland; Morris Rosenbaum, N. Y. 
Life, N. Y. City. 

P. J. Sala, Conn. Mutual, Newark; W. J. 
Schloen Jr., Manhattan Life, Beverly Hills; 
R. O. Segal, independent, N. Y. City; Richard 
Sephton, Mutual of Canada, Vancouver; G. S. 
Severance, Ohio National, Lincolnwood, IIL; 
W. S. Shafto, Mutual of N. Y., Monroe, La.; 
J. W. Shoul, Mutual of N. Y., Boston; J. H. 
Smith Jr., Mass. Mutual, Los Angeles; G. A. 
Snell, Prudential of England, Toronto; Eman- 
uel Spack, N. Y. Life, Kansas City; B. B. 
Stephens, Mass. Mutual, Los Angeles; E. G. 
Thomas, John Hancock, Colorado Springs; 
Harold Van Every, Bankers of Ia., Minneapo- 
lis; R. F. Van Fosson, Prudential, Crowley, 
La.; Victor Vybiral, N. Y. Life, New Orleans; 
Norman Warren, N. Y. Life, N. Y. City; M. H. 
Webb Jr., Life of Va., El Paso; Sidney Weis- 
man, N. W. Mutual, Detroit; S. H. Welch Jr., 
Conn. Mutual, Birmingham; H. D. Wheeler, 
New England Life, Duluth, Minn.; E. D. 
White, N. Y. Life, Allentown, Pa.; J. M. Whit- 
mire, Southland, Wichita Falls, Tex.; S. L. 
Wolkenberg, Union Central, N. Y. City; K. A. 
Yoder, New England Life, Elkhart, Ind.; Irvin 
Yoffee, Continental, Harrisburg; B. H. Zais, 
Conn. Mutual, Buslington, Vt.; R. K. Zetland, 
N. Y. Life, Chicago. 

Life Members 

David Adelman, Mutual Benefit Life, New 
York City; P. T. Aubin, Conn. General, Chi- 
cago; R. J. Bayless, Equitable Society, Colo- 
rado Springs; Robert Casey, N. W. Mutual, 
Dayton, O.; E. S. Churchill, N. W. Mutual, 
Hartford; M. P. D’Addabbo, Conn. General, 
New Britain, Conn.; L. B. Davies, Mass. Mu- 
tual, Baltimore; ‘Peter Demetriou, Metroplitan, 
Astoria, N. Y.; H. T. Dillon, National of Vt., 
Atlanta; H. D. Farber, Security Mutual of 
N. Y., Buffalo; M. F. Foster, Security L. & T., 
Greensboro, N. C.; Irving Freed, N. Y- Life, 
N. Y. City; M. A. Goldstandt, John Hancock, 

(CONTINUED ON PAGE 16) 
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He's Sam Ballard... active sportsman and collector . . . owner 
of a prosperous business... secure in the thought that he has 


: Angeles: 

isburg; -aepese 

3ernbaum, enjoyed good financial success—and has accumulated a sub- 

€, Great. - 7 

an, N. y. stantial estate for his family... BUT... 

Ir., South. : 

© ie All of his efforts and energy have been devoted to building 

oa up his estate... little, if any, attention has been given to its 

ife, New conservation and distribution. He has not, for example, con- 

ife, N. y, F : . 

Orleans; PE REE CT PROSPECT sidered the fact that his death could bring a 20-50% loss in the 
+ City: . 

ity: RL value of his estate. Consequently, he has not taken necessary 

oie a ; i steps to minimize this loss. He's a perfect prospect for Atna 

‘hue, f or 4mina Life Ss Life's Estate Analysis Service. 

: Finberg. 

in, North Undoubtedly, Mr. General Insurance Man, you have among 


your clients men like Mr. Ballard with estates—or potential 


a; Henry ESTATE ANALYSIS eyo 
estates—of $150,000 and more. They will gain immeasurably 


Goldberg, 
‘oldsmith, : ; ; eae 
from this service. You will, too—through large life insurance 


‘Oldsmith, 
i sales that frequently result in such cases. Why not get in touch 
with the Atna Life General Agency in your area today? Their 


uis; F. F, 
3. Hardy, 
skill and experience are at your clients’ service in your behalf. 
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AETNA LIFE 


INSURANCE COMPANY 


Affiliates: 


tna Casvalty and Surety Company * Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 





SERVICE TO GENERAL INSURANCE MEN 

“Compass” is a monthly Atna Life service publica- 
tion written especially for general insurance men 
and brokers. It points out unusual opportunities for 
building commissions and for cementing client rela- 
tionships. To receive your copy regularly write: 
“Compass,” Atna Life Insurance Co., Hartford 15, 
Connecticut. 
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Says Job Enlargement Relieved Dull Work for Equitable File Clerks 


Job enlargment, adding varied and 
non-routine functions to a routine job, 
has been tried successfully in the 
home office administration depart- 
ment of Equitable Society, Edward A. 
Robbie, Equitable’s personnel director, 
reported to Society of LOMA grad- 
uates at a meeting in his company’s 
home office. 

The department began the job en 
largement program in its file division 
more than a year ago on its own ini- 


tiative. By affording employes broad- 
ened responsibility, the program has 
given them greater satisfaction and 
higher pay. Through reducing person- 
nel in one unit by 10%, it has made 
possible the filling of outstanding va- 
cancies in other sections of the de- 
partment. : 
Other advantages include elimina- 
tion of monotonous routine by creat- 
ing more variety and requiring the 
exercise of more skill; 60% fewer un- 









Big 





News 


for 1957 





FNMA Expansion Holds 
filed papers; a 42% reduction in turn- Inflationary Threat, 
over for one year, and promotional ALC-LI A Tell Senate 


salary increases as a result of re- 
classification of the jobs. WASHINGTON—Proposed _legis]q- 
° tion authorizing additional borrowing 
Before the new program began, four and mortgage capacity for Federa| 
review clerks checked all life appli- National Mortgage Assn. presents q 
cations and supplementary changes for threat of further inflation, particularly 
completeness, accuracy and authority in the housing field, and offers no 
to file. The papers next went to six real solution to difficulties in the FHA 
record classifiers for arrangement by 2nd Veterans Administration field, 
categories, and then to seven senior American Life Convention and Life 
record clerks and 21 record clerks for Insurance Assn. of America have told 
filing. The clerks also withdrew pa- the housig subcommittee of the Sen. 
pers from the files for servicing by ate banking and currency committee, 
other departments. Many of the jobs | The only basic solution, according 
were monotonous and routine and the to ALC-LIA, is .o free the interest 
review clerks often could not feed Yates on FHA and VA mortgages from 
material to the senior clerks rapidly their present ceilings 
enough to keep the record classifiers ° e ° 
and record clerks supplied with suf- The proposed legislation would au- 
ficient work. é thorize FNMA to sell an additional 
ot neview sine, semkeuetos Co 2. ee ae 
A ? ’ : capita 
clesks are comad ts a ge ne ree ee 
x in ifficult to se ; de- 
of application clerk. These 23 applica- Se iaat ae non-bank penchant - 
tion clerks now review all life appli- ay c-LI A, and experience has shown 
cations and supplementary changes on that these debentures lodge in com- 
policies in force, arrange them in mercial banks, which means that the 
proper sequence and file them. The fynds obtained by FNMA come from 
jobs of the remaining 11 record clerks, an expansion of the money supply 
who merely withdraw papers from the which, under present conditions, is 
files for servicing, are now filled by highly inflationary. f 
college students who work part-time. To the limited extent that FNMA 
a ae particular change is actu- gebentures are brought by non-bank 
it hes Se ont ee ee, Se ee See 
. : S : funds will be available for direct in- 
eer eR eng hae 
plement their full-time school attend- a nie similar invesuacen a 
ance and appear to have sufficient associations point out. 
challenge in their school work to make 
the routine part-time office work of- 


If FNMA borrows directly from the 








Guardian has introduced a new series of policies 
for 1957 with many attractive features, including: 


@ Unique Change of Plan Clause 
@ Flexible Age Retirement 
®@ Settlement Options and © Lower Premiums for Women 
Provisions Liberalized @ Substandard Disability Benefits 
and many, many more. 


® Premiums Reduced 
®@ Cash Values Increased 


We've put the story—in brief form—in a booklet titled 
“Big News from Guardian for 1957.” For your copy, call 
your Guardian manager or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


50 Union Square—New York 3, N. Y. 
A Mutual Company-—Established 1860 





fer a welcome and financially reward- 
ing change in pace. 

Mr. Robbie cited studies showing that 
employes tend to derive the most sat- 
isfaction from jobs which demand 
considerable skill, include different ac- 
tivities and require them to make de- 
cisions.. The studies also show, how- 
ever, that some employes are best 
fitted for routine, simplified work. He 
said that while job simplification and 
specialization have increased produc- 
tion, leisure time and earnings, they 
have also made the employe bored 
with his work, causing him to seek 
various forms of escape. He said job 
enlargement attacks this problem di- 
rectly by providing satisfaction to the 
employe from the work itself. 

Jobs can be enlarged not only by 
adding duties but also by encouraging 
an employe to perform to the full 
limits of the job description and be- 
yond, if possible. However, he warned 
that job enlargement is not a panacea 
for the disgruntled employe, and that 
it cannot be used to eliminate all 
routine jobs. 


Elect Woodson President 


of Union National Life 


Benjamin N. Woodson, president of 
both American General Life of Hous- 
ton and of Hawaiian Life of Honolulu, 
has been elected to the presidency of 
a third company, Union National Life 
of Lincoln, Neb. He succeeds William 
E. Barkley, who has been elected 





Treasury, the latter has the alterna- 
tive of increasing its budgetary ex- 
penditures to provide the funds or 
selling U. S. Government obligations 
to raise the money. 

“We believe that either alternative 
has inflationary implications because 
under present conditions the securi- 
ties sold by the Treasury are almost 
certain to go into the- commercial 
banks,” the ALC-LIA statement warns. 





Appoint Claim Assn. 
Committee Chairmen 


Lee Wilks of Lincoln National Life, 
president of International Claim 
Assn., has named these committee 
chairmen for the year: 

Stanley L. Peterson of Aetna Life, 
program; Herman H. Bijesse of 
Guardian Life, entertainment; Fred- 
erick E. Boes of Metropolitan Life, 
hotel accommodations; Lester G. Grif- 
fin of Continental Assurance, trans- 
portation; Kenneth B. Hadley of Mas- 
sachusetts Casualty, auditing; Ken- 
neth Barrows of Bankers Life of Des 
Moines, law; Edmund W. Sours of 
Aetna Life, group; Elmer J. Rasmus- 
sen of Continental Casualty, personal 
A&S; Carl V. Lindstrom of John Han- 
cock, life; Samuel B. Reed of Con- 
necticut General Life, Health Insur- 
ance Council; Kenneth C. Berry of 
Lumbermens Mutual Casualty, lay 
adjusters; Francis X. Reilly of Guard- 
ian Life, public relations, and Godfrey 
M. Day of Connecticut General Life, 
service claims liaison. 





chairman of the executive committee Name Wallach D.C. Dept. Actuary 
after serving six years as president of | Maximilian Wallach has been ap- 
the Lincoln company. Mr. Barkley will “vointed actuary in District of Colum- 
continue to direct Union National’s op- bia insurance department to succeed 
erations at the home office. Mr. Wood- the late Arthur O. Wise. Mr. Wallach 
son will maintain his residence in has been with the Michigan depart- 
Houston, but will spend a few days ment and has done special work for 
each month at Lincoln. Union National Brookings institution, U. S. army of 
is a member of the American General occupation in Germany, Labor and In- 
group. terior departments. 
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WHITTAKER TELLS SAVINGS BANKERS: 





Special Nursing Far Outweighs Surgical 
Costs in Larger Major Medical Claims — 


Analyses of big claims under major 
medical disclose that surgery is gen- 
erally not a large 
part of the total 
bill but that often 
the charges for 
special nurses, 
which are not cov- 
ered in any basic 
hospitalization in- 
surance, are a very 
large part of the 
bill, Vice-presi- 
dent Edmund B. 
Whittaker of Pru- 
dential told the in- 
surance conference 
of National Assn. 
of Mutual Savings 
Banks, held in Boston. 

Mr. Whittaker said also that there 
are many expensive illnesses, such as 
heart conditions, rheumatic fever, and 
the like, which do not require hospi- 
talization but which can be the cause 
of very substantial medical bills. 

“Major medical has progressed to 
the point where two-thirds of the cases 
we sell are basic major medical, as 
opposed to major medical superim- 
posed on another plan,” said Mr. Whit- 
taker. “However, while we feel that 
basic major medical is the best solu- 
tion, we can and do write major medi- 
cal on top of almost anything. We have 
written it on top of existing basic cov- 
erage supplied by employe benefit as- 
sociations, on top of Blue Cross-Blue 
Shield, on top of our own basic cover- 
age. Occasionally, though not often, 
we write on top of some other com- 
pany’s basic coverage, although we are 
somewhat reluctant to do so.” 

Mr. Whittaker said that at present 
Prudential’s most popular major med- 
ical policy is one that provides a full 
area of hospitalization, with coinsur- 
ance above that amount and a deduc- 
tible with coinsurance for all expenses 
other than hospitalization. 

“We hope that we will eventually 
get rid of first-dollar coverage, as the 
public becomes educated to the idea of 
budgeting for the minor medical bills 
while depending on major medical to 
cover the larger losses that the indi- 
vidual cannot meet alone,” he said. 
“In my opinion, major medical is the 
coverage of the future.” 

It was Prudential’s original assump- 
tion that major medical would appeal 
only to those earning about $5,000 a 
year or more. But catastrophic illness- 
es can strike at all income levels, so 
the market is no smaller or more re- 
stricted than the general insurance 
market. 

Citing some crushing illness expens- 
es among those earning modest sala- 
ries, Mr. Whittaker said: “It does seem 
to me that private industry should 
have the first chance to do a decent job 
but if they can’t do it or won’t do it 
we have a very feeble defense against 
the government doing it for us, in 
spite of all the disadvantages of na- 
tional health insurance.” 

One case that Mr. Whittaker de- 
scribed involved total charges of $13,- 
853 for a woman employe earning $3,- 
240 a year. Of this amount the basic 
coverage took care of $1,545 and major 
medical $9,418, over a 2-year period. 
He cited this as an example of the “ut- 
ter futility” of basic coverage in cases 
like this. Nurses alone cost $7,222. Sur- 
gery was $500. 

In another case, an employe earning 
$4,943 a year and having a total ex- 





E. B. Whittaker 


pense of $2,390 due to allergy and pul- 
monary congestion, the basic coverage 
paid $18 and major medical paid $1,- 
591. Since a 2-year period was in- 
volved, the insured had to pay the de- 
ductible each year before major medi- 
cal took effect. 


The third case was the first under 


which Prudential paid the maximum 
amount of $10,000 and the company 
had not even received any medical 
bills. The insured was an amateur 
chemist who blew himself up in his 
own cellar “and how he lived will al- 
ways be a mystery to me,” said Mr. 
Whittaker. The charges were for a 
lengthy period of hospitalization (168 
days) and special charges consisting 
mainly of skin-grafting and _ special 
nurses. Of total charges of $14,110, the 
basic coverage took care of $1,040 and 
major medical paid $10,000, or about 
70% of the total. 


The final example was a cancer pa- 
tfnt earning a $14,000 salary. Total 
expenses were $12,575, of which the 
basic plan paid $1,863 and the major 
medical $8,401, or about 66%. 

Prudential’s original research on 
major medical, based on its own em- 
ployes and their medical expenses, in- 
dicated: 

e That the rate of hospitalization in- 
creases with age in much the same — 
manner as mortality. ‘ 

e The amount charged by physicians 


(CONTINUED ON PAGE 15) 











The only father who isn’t a prospect for 


Unexpected hospital bills can wreck carefully laid 
savings plans. That’s why your prospects need 
economical family protection against the bigger 
hospital expenses. 

Now MONY’s “Deductible” Family Hospital Policy 
can help those who qualify meet many hospital 
bills that might well ruin their budgets for years 
to come. 

The $50 deductible feature, which also eliminates 
the high cost of administering small claims, en- 
ables MONY to provide this coverage at premium 
rates well within the reach of even the young 
family man. 
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Mowa 0- New VYor« 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, NEW YORK. WY 


life Insurance —Accident and Sickness —Hospitalization — 
Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY olfices are located throughout the United States and in Canada 


MONY TODAY MEANS MONEY TOMORROW! 


i... 


MONTY ’S new 550 “Deductible” Family Hospital Policy 


Because of its flexibility and low cost, MONY’s 
new $50 Deductible is made to order for most 
families. 

Consider these features: 

Coverage for husband and wife and unmarried, dependent 
children from 31 days to 18 years of age. 

Scheduled surgical benefits in or out of the hospital. 

A range of benefits for room and board as well as a benefit for 
special hospital charges. 

A Matermty Expense benefit to which the deductible does not 
appr). 

Guaranteed continuable: during Insured’s lifetime or until 
attainment of aggregate limit for the reduced benefits which 
apply after age 65. Company has right to adjust premiums on 
a class basis only. 

The Policy 1s Participating. 

A minimum of exclusions and limitations. 


(Note: Policy as described 1s not available in California.) 


INQUIRIES FROM AGENTS AND BROKERS INVITED. 
Send for brochure describing this policy. Write to your 
nearest MONY agency or Mutual Of New York, Dept. 
13-6, 1740 Broadway, New York 19, N. Y. 
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Room 2420, Tel. Beekman 3-3958. J. T. Curtin 
and Clarence W. Hammel, New York Man- 
agers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-70419. John F. McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoil, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market 
St., Tel. Exbrook 2-3054. Richard G. Ham- 
ilton, Pacific Coast Manager. 











EDITORIAL 


COMMENT 





Another Mutual Fund Pay-Out Plan 


One of the largest mutual fund or- 
ganizations—Hugh W. Long & Co. of 
Elizabeth, N. J.—has come out with 
an arrangement that is about as close 
to being a life income option as it is 
possible to get without involving life 
contingency guarantees. 

‘What is being offered is a system- 
atic withdrawal plan that permits the 
investor in mutual funds sponsored 
by the Long organization to receive an 
income composed of earnings and 
principal and so computed as to be 
exhausted at the end of the investor’s 
life expectancy or any other specified 
period. 

Unlike an annuity issued by a life 
company, however, the Long plan 
doesn’t provide for continuing pay- 
ments on the same scale should the 
investor outlive the period he has 
selected. At the same time, neither 
is there any forfeiture of unused prin- 
cipal should the investor die before 
all the periodic payments have been 
made to him. 

The fund can be arranged to be 
used up either in a specified number 
of years, which may be the life ex- 
pectancy or any other, but the most 
interesting innovation is a “rolling re- 
adjustment” in life expectancy, so that 
the prorating of payments is adjusted 
to the new life expectancy as the in- 
vestor keeps on living. The effect is to 
reduce the pay-out gradually instead 
of keeping it up to a specified point 
and then having it vanish. With the 
“rolling readjustment” the income 
may become small as extreme old age 
is approached but it will always be 
something. 

For example, suppose a woman of 
62 selected the rolling adjustment op- 
tion. She’d have an expectation of 
about 20 years, or 240 months, so 
there’d be 240 monthly payments. A 
year goes by, during which the cus- 
todian bank makes 12 payments, leav- 
ing 228 to go. The woman is now 63, 
with an average life expectancy of 
19% years, or 231 payments to go— 
not 228—so each payment will be 
1/231 instead of 1/228 of the princi- 
pal. She receives 12 payments on this 
basis, leaving 219 to go. But her age 
now is 64 and again the number of 
years of life expectancy is extended. 
The 219 months to go are increased to 
222 (18% years multipled by 12 
months) and so on. 

The Long organization is mindful of 
the extreme thinning out of the 
amounts paid as the investor gets to 
the really advanced ages. Long exec- 
utives have looked into the cost of 
annuities that the investor might buy 
as a hedge against this inexorable 
diminution of payments but thus far, 
at least, have not gone beyond that 
point. One consideration they have in 
mind is that the plan would not ‘be 
recommended for a person depending 
too largely on it for a lifetime income. 
The premise is that most people would 
have a backlog of life insurance, so- 
cial security, and company retirement 


plans and that the systematic liquida- 
tion of mutual fund shares would pro- 
vide a desirable hedge against further 
inflation—expanding in buying power 
as a partial offset to the using-up of 
principal. 

The Long organization being one of 
the largest mutual fund operators in 
the country, it is unquestionably at- 
tracting much attention from other 
mutual fund organizations by its novel 
pay-out plan. It can be expected that 
some others will offer something sim- 
ilar, perhaps something that comes 
even closer to the true annuity. 

One thing that suggests itself is the 
possibility of buying a deferred an- 
nuity with part of the principal where 
the investor is dismayed at the pos- 
sibility of outliving his receipt of pay- 
ments from the systematic withdrawal 
plan. Or a portion of the fund might 
be held in mutual fund shares until, 
say, the end of the life expectancy pe- 
riod (as of retirement date) and then 
used to buy a single premium annuity, 
which at the attained age would pro- 
duce a whopping return. 


PERSONALS 


Frazar B. Wilde, president of Con- 
necticut General and chairman of the 
research and policy committee of the 
committee for economic development, 
participated in a panel discussion of 
the economic situation before the joint 
Congressional economic committee at 
Washington. 











Leland F. Lyons, vice-president of 
New York Life, has been named a 
new term trustee of St. Lawrence 


university. 


Charles B. O’Connor, manager of the 
Midland Mutual Life A&S department, 
has been nominated for president of 
General Alumni Assn. of Villanova 
university. Mr. O’Connor was gradu- 
ated from Villanova in 1938 with a 
major in insurance and joined Midland 
Mutual in 1954. 


Alfred Kinch, recently retired agen- 
cy vice-president of Manufacturers 
Life, was honored at a Toronto dinner 
attended by 28 U. S. managers. He was 
presented a Leica camera and a hand- 
bound volume of tributes from his as- 
sociates. 


Brooks A. Heath, vice-president of 
Loyal Protective Life, was honored by 
officers and general agents at a lunch- 
eon marking his 25th anniversary with 
the company. 


Joseph T. Schubert, assistant secre- 
tary and manager of the policyholders’ 
service department of Manhattan Life, 
was guest of honor at a New York 
luncheon, celebrating Mr. Schubert’s 
35 years with the company. President 
Thomas E. Lovejoy Jr. and members of 
the 30-year club attended. 


W. B. Stannard, vice-president and 
agency director of Occidental Life of 
California, was presented the key to 
the city of Reno, Nev., last week in 
explosive fashion. Mr. Stannard was 
attending a meeting of Nevada Life 


Underwriters Assn. along with Mayo; 
Harris of Reno and Commissioner Pay 
Hammel. The mayor was just handi 
the key to Reno to Mr. Stannard whey 
a gas line explosion demolished part of 
the city. The luncheon was on the out. 
skirts of the town, and none of those 
attending were in any danger. 


Harold J. Cummings, president of 
Minnesota Mutual Life, has been 
elected president of the St. Paul Ath. 
letic Club. 


Kenneth Teasdale, general counse] 
for Mutual Savings Life, has been 
named to the new St. Louis Board of 
Police Commissioners. 


H. Bruce Palmer, president of My- 
tual Benefit Life, will be among the 
speakers on the first of two closed 
circuit “tele-sell” TV programs to be 
sponsored Feb. 26 and March 5 by 
local sales executives clubs and cham- 
bers of commerce in 34 U. S. and Ca- 
nadian cities for an estimated audi- 
ence of 40,000 salesmen. 


Robert J. Wieghaus, resident man- 
ager of the National Underwriter 
Co. at Chicago, and Mrs. Wieghaus 
are the parents of their third child, 
Thomas, born Feb. 1. 


DEATHS 


PAUL R. DANNER, 64, retired Amer- 
ican International Underwriters and C. 
V. Starr & Co. officer, died in St. Pet- 
ersburg, Fla. He entered the field at 
the executive level in 1918, as south- 
east Asia manager of Sun Life, in 
Shanghai, joined American Interna- 
tional Underwriters in 1929, and was 
named to direct its life business in the 
Philippines in 1940. Following World 
War II he headed the Havana office, 
and subsequently was named presi- 
dent of American International of Ber- 
muda. 


GUY R. JACOBS, 76, retired man- 
ager at Los Angeles for Metropolitan 
Life, died there. 


JOSEPH H. HEAD, 53, senior part- 
ner of the Cincinnati law firm of Gray- 
don, Head & Ritchey and secretary and 
a director of The National Under- 
writer Co., died at Cleveland where he 
had been under treatment at Cleveland 
clinic. Mr. Head was also a director of 
Cincinnati Chamber of Commerce, 
MacGregor Sport Products, American 
Tool Works, Southern Ohio National 
Bank, Williamson Co., Stearns & Foster 
Co., Stole Corp. and Cincinnati Fed- 
eral Savings & Loan. He had been a 
director of Cincinnati and Hamilton 
counties Red Cross chapters since 1944 
and was a former chairman of the or- 
ganization. 


JOHN F. HAZEL, 63, manager of 
the home office agency of Continental 
American Life, died in Memorial hos- 
pital at Wilmington. He joined the com- 
pany in 1916 and worked in sales and 
underwriting before going to the agen- 
cy. 

JOHN P. MACKIN, 77, retired vice- 
president of Prudential, died at Miami 
Beach, where he had resided for 14 
years. 











ORLANDO S. COHOES, 58, assistant 
general solicitor of Prudential, died of 
a heart attack at his home in Upper 
Montclair, N. J. He had been with the 
company’s legal department for 30 


years. 
(CONTINUED ON PAGE 27) 
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Nursing Outweighs Surgical 
Costs in Medical Claims 


(CONTINUED FROM PAGE 11) 
and surgeons varies almost directly 
with income—the man earning $10,000 
a year is likely to be charged twice as 
much as the man earning $5,000 a 
year. on : 

@ In spite of publicity given to such 
childhood diseases as polio, spinal 
meningitis, etc., the morbidity rate on 


wives was higher than that of either. 


the husband or the children taken as a 
group. There is roughly a 1-2-3 ratio: 
if the cost of major medical on an em- 
ploye is 2, then for his children as a 
group it is only 1, but for his wife it is 
3, The real cost of major medical is on 
the older women. 

e The cost of hospitalization varies 
throughout the country, being highest 
in the west and lowest throughout the 


south. 


L. A. L&A Claim Assn. 


Names McCombs President 


Los Angeles Life & Accident Claim 
Assn. has elected John W. McCombs, 
Massachusetts Indemnity, president; 
John Tonsing, Equitable Society, vice- 
president; John S. Robinson, Occident- 
al of California, secretary, and Ben O. 
Weide, Constitution Life, treasurer. 

Aaron Stovitz, Los Angeles deputy 
district attorney, discussed ‘“Bunco 
Schemes and Frauds” at the meeting. 





Announce DITC Courses 
at Milwaukee, Orlando, Fla. 


DITC courses in Milwaukee and Or- 
lando, Fla.. have been announced by 
the disability insurance training coun- 
cil of the International A&H Assn. The 
Milwaukee course, sponsored by that 
city’s A&H association, opened Jan. 21 
at the training school of Time of Mil- 
waukee. The Orlando course, spon- 
sored by Central Florida A&H Assn., 
will open Feb. 25. 





Discusses A&S Sales Techniques 

San Antonio Assn. of A&H Under- 
writers heard A. D. Anderson, Occi- 
dental of California, discuss sales 
methods and ideas at its January 
meeting. 


1957 Edition of Tax Facts 
Is Now off the Press 


Tax Facts on Life Insurance—new 
1957 edition, developed and published 
by The Diamond Life Bulletins de- 
partment of The National Underwriter 
Co., is now off the press. This popular 
question-and-answer, pocket-sized tax 
guide reflects latest legislation—all 
regulations, rulings and cases pub- 
lished prior to Jan. 1, 1957—every- 
thing of importance to the life under- 
writer. It is written in simple, easy- 
to-understand-and-use question and 
answer form and cross-indexed with 
the exclusive D.L.B. Guidex which 
makes this authoritative tax book real- 
ly three books in one. You can tell at 
a glance whether the prospect has one, 
two, or three federal tax problems. 
Tax Facts’ easy-to-find information on 
income, estate and gift taxes is a quick 
easy-to-use source of facts for review 
of tax problems. Price $2.00 for single 
copy; less for quantity orders. Address 
Inquiries to H. P. Gravengaard, The 
Diamond Life Bulletins, 420 East 
Fourth street, Cincinnati 2. 











Ray Patterson, general agent for 
Penn Mutual Life at Indianapolis, was 
honored at a luncheon upon the com- 
pletion of his 25th year as head of the 
Indianapolis agency. He is senior gen- 
eral agent of all companies represent- 
ed in Indianapolis and is the third 
oldest in point of service among 100 
genera}. agents of Penn Mutual. 


ACCIDENT & SICKNESS 





Hospital Room Rates 
Rise Again in 1956 


Increases in hospital room charges 
averaging 6.1% in 1956 were reported 
in the survey of hospital rates of 
American Hospital Assn. The survey 
is based on questionnaires returned 
by 2,835 member hospitals. 

The increase in single room rates 
was 7.4% to an average cost of $15.19. 
This was a 77.2% increase over the 
rate of 1947. For two bedrooms, a 5.6% 
increase produces an average cost of 
$12.16, 82% above the 1947 figure, and 
for multi-bed accommodations, a 5.8% 
increase produces an average rate of 
$10.58, up 89.3% over 1947. 

The highest average cost by region 
was the Pacific coast states, where a 
single room average $20.32, two bed 
rooms $17.05, and multi-bed rooms 
$15.78. The lowest rates reported were 
in the west south central region— 
$11.53, $8.96 and $7.49. 


Ask Methods for Electing 
Aé&S Round Table President 


A questionnaire on problems in con- 
nection with the election of a presi- 
dent for the Leading Producers’ Round 
Table of International Assn. of 
A&H Underwriters has been sent to 
all members by Oakley Baskin, Mutual 
Benefit H.&A., Buffalo, LPRT chair- 
man. The office of president is newly- 
created in the A&S round table, cor- 
responding in the A&S business to the 
Million Dollar Round Table in the life 
business. 

The questionnaire calls for answers 
to three questions: 

1. Should the president be elected 
by mail or at the annual IAAHU con- 
vention? 

2. If the election is by mail, should 
a list of nominees be submitted to 
members of LPRT for vote, or should 
the name receiving the largest number 
of “nominations” be designated for the 
office? 

3. Should there be rules about suc- 
cession to the office, especially relat- 
ing to the possibility of presidents 
from the same company in successive 
years? 








Insurance School Gives 
A&S and Group Courses 


New York Insurance Society’s in- 
surance school is offering an A&S 
course which meets Thursday nights 
and a group course which meets Mon- 
days. Both courses began this week. 

The A&S course provides a thor- 
ough study of all forms of voluntary 
and compulsory coverage. Instructor 
is Francis T. Curran, superintendent 
of the statutory disability division of 
Loyalty group. The group course cov- 
ers lines written by life and casualty 
companies. Raymond C. McCullough, 
assistant group underwriter of Equi- 
table Society, is the instructor. 





May Merge Two Ohio Blue Crosses 

Merger of the Cleveland and Akron 
Blue Cross plans is under considera- 
tion. If carried through, the consolida- 
tion would produce a single Blue Cross 
plan serving about 1,725,000 subscrib- 
ers in 11 northeastern Ohio counties. 
The Cleveland plan is asking for a rate 
increase, and the Akron plan had one 
approved last November which goes 
into effect March 1. There are now 
eight Blue Cross plans in Ohio. 


Robert C. Hickman, with Union Life 
of Little Rock since 1953, has been ap- 
pointed assistant agency director of 
the combination department. 








Says Group A&S Has 
More Ad Leeway 


The nature of the Federal Trade 
Commission’s rules governing the ad- 
vertisement of accident and sickness 
policies should allow a broad interpre- 
tation regarding group insurance ad- 
vertising so long as the interpretation 
is reasonable and can be reconciled by 
the difference between group and in- 
dividual insurance, S.P. Hutchison, 
assistant general counsel of Washing- 
ton National, said in his talk’ at the 
group insurance forum of Health In- 
surance Assn. in Chicago. Mr. Hutch- 
ison said National Assn. of Insurance 
Commissioners’ rules, when adopted 
by a state as a regulation, have the 
force of law, but FTC’s advertising 
rules are more like a guide. 

He noted that the proceedings insti- 
tuted by FTC are based on a violation 
of the Federal Trade Commission act 
and not on a violation of its advertis- 
ing rules. 


Cue 0th Anniversary Year 
ye ee 
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Since the NAIC interpretative guide 
to its rules establishes reasonable 
principles of interpretation for group 
advertising,” said Mr. Hutchison, “it 
should follow that group advertising 
which complies with the NAIC rules 
would also be in compliance with FTC 
rules.” He recommended that the A&S 
industry make a sincere attempt to 
comply with both the FTC and NAIC 
rules until the question of FTC juris- 
diction is settled. 

Speaking of the effect of A&S ad- 
vertising regulations in general, Mr. 
Hutchison commented that tradition- 
ally advertising men in preparing ads 
have attempted to accentuate the pos- 
itive. The advertising rules, he said, 
while not requiring that the negative 
be accentuated, require that it not be 
eliminated. He said he believes adver- 
tising men and agents will come to 
recognize their fear of the negative 
element in advertising is grossly exag- 
gerated. 





Hear Costa Rican Agent in Mich. 

Central Michigan A&H Underwrit- 
ers heard Rudy Mora, a native of 
Costa Rica, discuss his experiences as 
an agent in that country for Manu- 
facturers Life and Time of Milwauk- 
ee. 





ira 18G7 when horse-drawn street cars were a 
popular mode of transportation, Equitable Life Insur- 
ance Company of Iowa opened its first offices in this 
Des Moines building. As the first life insurance com- 
pany in Iowa, it not only provided life insurance 
protection to its policyholders, but also made impor- 
tant contributions to the growth of the area it served. 


TODAY Equitable Life of Iowa is licensed to 
operate in 31 states and the District of Columbia. Its 
assets are in excess of $580,000,000 and it has over 








$1,490,000,000 of life insurance in force. It serves 
the life insurance needs of more than 300,000 

policyholders in every state in the union 
and in many foreign lands. 


LIFE INSURANCE COMPANY OF IOWA 










FOUNDED IN 1867 IN DES MOINES 
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go together 


As the railroad industry has grown and progressed, so 
has Life and Casualty. From a very modest beginning in 
1903 to more than a Billion Dollars of Life Insurance and 
a Billion Dollars in Accident Insurance in force today! 
We have progressed in other ways as well: In the type 
and variety of protection we offer; in the cordial rela- 
tions we enjoy with our policyholders, and of utmost 
importance, in the fine service rendered to our policy- 
holders by our outstanding field force. 

Known as one of America’s fastest growing Billion 
Dollar Life Insurance Companies, our goal is to reach 
Two Billion dollars of Life Insurance in force by 1960. 
You can be sure this dollar growth will be matched by 
constant progress. 














HOME 
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NASHVILLE 





Life and Casualty 
Insurance Company of Sennessee 


WELL OVER A BILLION DOLLARS OF LIFE INSURANCE IN FORCE 
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305 Qualified in January; 
718 Have Made ‘57 MDRT 
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J. T. Kehoe Jr., Southwestern, 
Kolodny, Franklin Life, Cincinnati. 
Herman Lasker, Mutual 
Claire, Wis.; T. A. Lauer, 


Joliet, Ill; V. M. Leach Jr., 


Lincoln National, Pittsburgh; 
stein, Equitable Society, Baltimore; 


N. Y. Life, 
United Fidelity, Dallas; 
Phoenix Mutual, Dearborn, 
Wood, Travelers, Philadelphia. 


Life & Qualifying, First Time 


Mich.; 


Minneapolis; 


da Life, Vancouver; 


Mass. Mutual, Philadelphia; 


stone, Minn.; 
Charlotte, N. C. 
E. M. O’Keeffe, 


A. R. Josephs, 


R. N. McClure, N. Y. Life, Ventura, Cal.; 
H. A. McGrath, Conn. Mutual, Boston; Wal- 
lace McGwire, N. Y. Life, Plainfield, N. J.; 
F. E. Mock Jr., N. Y. Life, Detroit; C. S. Motz, 
Mass. Mutual, Atlanta; Bernard Rawiszer, 
N. Y. Life, N. Y. City; M. H. Ridges, N. Y. 
Life, Salt Lake City; W. M. Scales Jr., Se- 
curity L. & T., Greenville, N. C.; A. DeF. 
Spencer, Provident L. & A., Chattanooga; 
F. E. Sullivan, American United, South Bend; 
H. R. Sundvahl, Mass. Mutual, Tulsa; B. J. 
Todorovich, Provident Mutual, Detroit; R. O. 
Trent, Mid-America Life, Oklahoma City; A. 
R. Urquhart, New England Life, Wilmington, 
N. C.; G. C. Webb, United Services, Lawton, 
Okla.; L. B. Wood Jr., National of Vt., 
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. a reputation earned by Cen- 
tral Life’s devotion to progress, 
consistent with Safety, 
Service and Quality 
through six decades ...a 
reputation maintained 
by progressive leader- 
~~», ship. 
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Insurance in Force over $440 Million 
Assets over $140 Million 





COMPANY 


HOME OFFICE _ DES MOINES, IA. 


Atlanta. 
Qualifying, Repeating 


F. X. Adams, Equitable Society, Indianapo- 
lis; Alexander Alex, New England Life, Long 
Beach, Cal.; I. Aspler, Canada Life, Montreal; 
P. B. Baker Sr., N. Y. Life, Newark; B. S. 
Barrows, N. W. Mutual, St. Louis; M. K. 
Bates, Prudential, Pennsauken, N. J.; M. H. 
Bernstein, N. Y. Life, Chicago;; Warden Bos- 
well, Southland, Sweetwater, Tex.; E. A. 
Busch, Prudential, New Brunswick, N. J.; 
James Byrd, N. Y. Life, Atlanta; D. A. Carter, 
Equitable Society, Indianapolis; S. E. Cole- 
man, Penn Mutual, Philadelphia; J. J. Collins, 
Mercantile Security, Dallas; R. N. Craig, Na- 
tional of Vt., Joplin, Mo.; J. E. Evans, United 
Services, Warrington, Fla.; J. R. Flumerfelt, 
London Life, Calgary, Canada; A. S. Franklin, 
Midland Mutual, Beverly Hills; E. F. Gorman, 
Prudential, Asbury Park, N. J.; G. R. Hagan, 
Penn Mutual, St. Paul; L. C. Hall, National 
of Vt., Columbus, Ga.; A. E. Hand, United 
Services, Belvedere, Cal.; William Harmelin, 
Columbian National, N. Y. City; T. M. J. 
Hinchey, Equitable Society, N. Y. City; B. A. 
Holder, Provident L. & A., Jackson, Miss.; 
H. T. Holm, Southwestern, Dallas; R. F. Hop- 
per, Volunteer State, Chattanooga; N. H. Kates, 
Equitable Society, Boston; Claud Kellerhals, 


American United, Champaign, Ili.; B. J. Kimu- * 


ra, North American of Chicago, Honolulu; R. L. 
Levin, Equitable Society, San Francisco; F. J. 
Little, Great-West, Detroit; J. L. Lyons, Con- 
federation Life, Toronto; C. I. Lytle, New Eng- 
land Life, Niagara Falls, N. Y.; R. C. McGui- 
ness, Home Life of N. Y., Washington, D. C.; 
A. A. Mahan Jr., Provident L. & A., Boston; 
T. L. Mander, Penn Mutual, N. Y. City; J. C. 
Nagler, N. Y. Life, Palo Alto, Cal.; J. A. 
Packal, Home Life of N. Y., Cleveland; R. B. 
Parks, Mass. Mutual, Rochester, N. Y.; R. M. 
Paull, New England Life, Los Angeles. 


Chicago; E. F. Gore, Franklin Life, Ft. Lau- 
derdale, Fla.; F. R. Griffin Jr., Conn. Mutual, 
Philadelphia; R. A. Harrison, Franklin Life, 
Sacramento; H. B. Jones, American National, 
Oakland; Samuel Kahl, Penn Mutual, Chicago; 
Dallas; S. 


of N. Y., Eau 
N. W. Mutual, 
College Life, 
Raleigh; S. E. Martin, State Mutual, Dallas; 
W. C. Mayer, Mutual Benefit Life, Milwaukee; 
R. J. Moser, N. W. Mutual, New Albany, Ind.; 
W. P. Parr, John Hancock, Baltimore; Harry 
Phillips Jr., Penn Mutual, N. Y. City; Allan 
Raynor, London Life, Toronto; W. H. Richard- 
son, N. W. Mutual, Detroit; Hyman Rogal, 
F. J. Ruben- 
L. R. 
Schultz, N. W. Mutual, Norristown, Pa.; Mar- 
vin Sherman, Equitable Society, Los Angeles; 
S. R. Sientz, Continental, N. Y. City; S. F. 
Smith, Conn. General, Hartford; H. J. Stoltz, 
N. W. Mutual, Normal, Ill.; Ernest Watkins, 
Canada Life, Menlo Park, Cal.; S. H. Watson, 
Equitable Society, Cleveland; L. E. Weaver, 
San Francisco; J. Wertheimer, 
R. E. Whitmoyer, 
Ss. B. Cc. 


C. L. Alworth, North American Life of Chi- 
cago, Honolulu; Rudolph Arkin, Mass. Mutual, 
Washington, D. C.; Paul Arst, Prudential, Baton 
Rouge; E. W. Ashley, Canada Life, San Fran- 
cisco; Herschel Blackwood, N. Y. Life, Alex- 
andria, La.; G. M. Blakely, Equitable Society, 
Portland, Ore.; A. P. Brastad, N. Y. Life, 
F. A. Crawford, Crown Life, 
Silver City, N. M.; R. O. Darnell, Provident 
L. & A., Jackson, Miss.; A. J. Gigliotti, Cana- 
Maurice Goosenberg, 
H. R. Haynes, 
N. Y. Life, Sacramento; W. R. Hutch, Aetna, 
Buffalo; L. L. Ingram, United Services, Den- 
ver; Louis Joannides, N. Y. Life, Rock Island, 
Ill.; C. A. Jorgenson, Midland National, Pipe- 
N. Y. Life, 


Canada Life, N. Y. City; 
W. S. Perkins, Amicable Life, Corpus Christi; 


Te 
M. L. Pech, N. W. National, Houston; J, q 
Pennock, Penn Mutual, Philadelphia; L, p 
Pratt, Penn Mutual, Knoxville; H. F. 3 
Jr., John Hancock, Rochester, N. Y.; Davig 
Schulman, N. Y. Life, Union, N. J.; gs, W 
Sizer, Mutual Benefit Life, Chattanooga; p. 1, 
Smith, Conn. Mutual, Atlanta; D. &, Spray 
N. Y. Life, Aurora, Ill.; F. E. Supple Je. 
Provident Mutual, San Francisco; J. H. Thur. 
man, Penn Mutual, Atlanta; M. L. Tompkins 
London Life, Calgary, Canada; R. S. Tow 
New England Life, Raleigh; G. S. Vrionis 
Phoenix Mutual, N. Y. City; E. P. w 
Mutual Benefit Life, Cleveland; L. A. Weaver 
Phoenix Mutual, Akron; H. W. Whitten 
American Fidelity, Warrington, Fla.; J, R 
Wilhelm, Conn. Mutual, Philadelphia; J, ¢ 
Zimdars, New England Life, Madison, Wis, 


Qualifying, First Time 


E. S. Altersohn, Conn. Mutual, Chicago; 
Norma Austin, independent, Detroit; J. 5 
Baldwin, N. W. Mutual, Washington, D. Cc; 
Lanford Barrows, N. Y. Life, Cincinnati; 
Irving Beck, Equitable Society, Havelock, 
N. C.; L. S. Blum, Southwestern, Dallas; 
F. C. Bowman, Provident L. & A., Chatta. 
nooga; Irby Bright, Provident L. & A., Nash- 
ville; W. J. Brown, Mutual of N. Y., Miami: 
T. G. Burgess, Phoenix Mutual, Philadelphia; 
W. J. Butler, Southwestern, Orange, Tex.; 
W. O. Catterton, Mutual Benefit Life, Hous. 
ton; W. G. Chote, Southwestern, Austin; 
James Crossland, Mutual of Canada, Toronto; 
J. P. Cuthbertson, College Life, Lansing; 
A. H. Dauman, Phoenix Mutual, N. Y., City; 
R. P. DeOrsey, Pacific Mutual, Washing- 
ton, D. C.; E. F. Eastwood, Lincoln National, 
Jacksonville; R. E. Eckstein, Equitable Society, 
New Orleans; J. Fagan, National Life of Vt; 
Atlanta. 

Benjamin Frauwirth, Metropolitan, Wash- 
ington, D. C.; Raymond Gay, Southcoast Life, 
Beaumont, Tex.; R. W. Gentzler Jr., Security 
Mutual of Neb., Omaha; Allyne Gottlieb, New 
England Life, Cleveland; A. J. Gutman, Old 
Line, Chicago; D. W. Hearn, Lincoln National, 
Beaumont, Tex.; N. B. Henry, Southwestern, 
Ft. Worth; H. K. Holladay, National of Vt. 
Augusta, Ga. Gregory Jones Jr., Penn Mu- 
tual, Santa Rosa, Cal.; W. D. Jordan Jr., Fidel- 
ity Mutual, Philadelphia; N. G. Kanavas, Mass. 
Mutual, Milwaukee; J. W. Kennedy, New 
England Life, Toledo; H. A. Knight, N. Y. 
Life, Honolulu; W. L. Krusz, Southwestern, 
Dallas; G. T. LaBonne Jr., National of Vt. 
Manchester, Conn.; R. E. Laubach, Sun of 
Md., Baltimore; L. J. Lemley, Ohio State, 
Columbus, O.; J. S. MacIntyre, N. Y. Life, 
Upper Darby, Pa.; S. S. Malkus, Conn. Gener- 
al, Chicago; J. H. Maloch, Penn Mutual, 
Jackson, Miss. 

Marc Miller, Sun of Canada, Philadelphia; 
Gilbert Moody, Mutual of New York, Colum- 
bus, O.; E. C. Norton, Fidelity Mutual, Alton, 
Ill.; E. A. Podrebarac, Equitable Society, 
Watertown, N. Y.; R. L. Reed, N. W. Mutual, 
Cedar Rapids, Ia.; W. V. Regan Jr., N. Y. Life, 
San Francisco; J. K. Roberts, N. W. Mutual, 
Fond Du Lac, Wis.; R. V. Rubio, Jefferson 
Standard, San Juan, P. R.; F. F. Sale, General 
American, St. Louis; J. A. Shawan, Ohio 
State, Columbus, O.; R. E. Smith, Manhattan 
Life, Seattle; C. H. Stewart, Consolidated 
American, McAllen, Tex.; T. E. Thrasher, 
Massachusetts Mutual, Macon, Ga.; J. T. 
Swantack, Penn Mutual, Toledo; Lewis Tilin, 
Mutual of N. Y., San Francisco; J. F. Walk, 
Ssouthwestern, Harlingen, Tex.; M. T. Wallace, 
Home Life of N. Y., Boston; A. E. Watson, 
N. Y. Life, Macon, Ga.; G. S. Wilson, inde- 
pendent, Detroit; D. M. Witten, Union Central, 
Cincinnati; L. M. Zacharia, Prudential, Cin- 
cinnati; Paul Zittell, Mutual Benefit Life, 
N. Y. City. 





Bankers of lowa Introduces Line 


Bankers Life of Iowa has introduced 
a complete line of life policies with 
new design, new features and new con- 
cepts. 

Highlights include a general reduc- 
tion in premiums, somewhat higher 
cash values on most plans and revised 
dividends. A new term rider on the 
wife of the insured has been an- 
nounced, settlement options have been 
liberalized and revised and double in- 
demnity coverage also has been re- 
vised. 





Educators Mutual of Lancaster, Pa., 
which wrote only A&S, has been re- 
incorporated to sell life insurance and 
has changed its name to Educators* 
Mutual Life. 
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GARDEN CITY SALES MEET 





Selling to Professionals is Tough but 
Clients Are Unusually Loyal: Edelstein 


GARDEN CITY, N.Y.—The profes- 
sional people, who make up a very 
tough but very profitable market, 
prove themselves unusually loyal cli- 
ents and without peer as a source of 
good referred leads, according to the 
experience of Joseph J. Edelstein, 
Massachusetts Mutual, Garden City, 
who addressed the annual day-long 
sales conference of Long Island branch 
of New York City Assn. of Life Under- 
writers. 

Mr. Edelstein shared the platform 
with Leonard Kunken, Mutual of New 
York, Freeport; Nicholas Weiss, New 
York Life, Hempstead; Victor Gold- 
berg, general agent of Mutual Benefit 
Life at Hempstead; William Albern, 
Equitable Society, Lynbrook; Murray 
Rosen, Metropolitan Life, Massape- 
qua; William Krauss, general agent of 
Mount Vernon Life at Hempstead; 
Bernard Mallon, Prudential, Smith- 
town; and Whiting Evans, Monarch 
Life, Amityville. 

As the program chairman, Merton 
D. Custer, Massachusetts Mutual, Gar- 
den City, pointed out, all the speakers 
were successful Long Island producers 
who stood as proof that a top notch 
job can be done in this territory. They 
were enthusiastically received by the 
200 men who braved snow and freez- 
ing temperatures to attend the 6-hour 
session in Garden City hotel. Branch 
President Walter McDonald, Continen- 
tal Assurance, Valley Stream, extend- 
ed the welcome. 

Mr. Edelstein’s talk on the profes- 
sional market dealt specifically with 
doctors and dentists. The referred lead 
is the best way of finding these pros- 
pects, particularly when the name is 
supplied by someone in a “higher ech- 
elon,” he said. By “higher echelon” he 
meant someone like a general practi- 
tioner who refers patients to special- 
ists and, thus, is well regarded by the 
latter. 

Direct mail is another effective 
method of locating professional pros- 
pects. Because physicians and den- 
tists receive so much mail, their re- 


Plies have more potential than those j 


from people in lower income groups 
who get less direct mail. The busy 
doctor or dentist who responds to a 
direct mail piece is usually quite in- 
terested, else he would not take the 
time to reply, Mr. Edelstein observed. 

A good way to meet a doctor’s 
friends is to have lunch with him at 
the hospital. Introductions at the table 
will break the ice for subsequent bus- 
iness calls. A fourth effective pros- 
pecting method is to render honest, 
competent service. This builds a good 
reputation which attracts names. 

The agent must say something in 
the first interview that disturbs the 
Prospect—“blasts his serenity,” Mr. 
Edelstein asserted. The threat of dis- 
ability is the Achilles heel of physi- 
clans. The agent may not even try to 
make ‘a sale in the first interview, but 
the meeting has been a success if the 
prospect’s peace of mind has been dis- 
turbed. 

In selling oneself to prospects, the 
agent must have confidence in his 


own ability. “Sell yourself to your- 
self,” Mr. Edelstein advised. He also 
recommended “speaking English” and 
avoiding insurance jargon, pressing 
for the immediate sale and keeping 
one’s sights high. 

Mr. Kunken, participating in a pan- 
el on program selling, told how pro- 
graming helps the regular sales. The 
program should provide for the most 
urgent needs first. The unmet needs 
will be a market for later sales. In the 
final analysis, he said, programing 
will benefit a man in the business 
over a long period more than package 
selling. 

Mr. Kunken suggested several time 
savers. Among them were a complete 
fact finding interview; straightfor- 
ward questions; a firm request for a 
signed application, and honesty with 
the prospect. 

“Let’s spend more time making sales 
and less time drawing up elaborate 
proposals in leather-bound portfolios,” 
he declared. 

Mr. Weiss, who also was on the pro- 
gram selling panel, discussed pro- 
graming for owners of modest es- 
tates. He told how he uses a chart 
showing a client’s existing insurance 
as replacement income, rather than 
as a lump sum. This points up the 
weaknesses and needs of his program. 

The agent’s programing will ele- 
vate him, his company and the indus- 
try in the eyes of the client. It will 
build up repeat business and help 
solve the prospecting problem. It will 
increase the average size of the cases 
and will shut out competition. And it 
will give the agent satisfaction in a job 
well done, Mr. Weiss said. 

e -_ e 

Mr. Goldberg, the panel moderator, 
strongly advised using the planned 
procedures provided by companies and 
publishing houses for programing. 
Agents will obtain greater volume per 
sale in programing than in package 
selling, he said. 

Mr. Albern, who specializes in sell- 
ing to retailers and business men, de- 
scribed some recent cases which 
brought out these points: Old policy- 
holders are a good source of repeat 
sales; it pays to persist in difficult and 
sometimes irksome cases; and partici- 
pation in community affairs is valu- 
able. 

He spoke as a panelist on business 
insurance, noting that his own method 
of operation has always been through 
membership in many organizations. 
Agents should join organizations to 
serve, not to sell insurance, he said. 
The ability to communicate and pro- 
ject one’s sincerity is essential to an 
agent, he added. 

Mr. Rosen, also on the business pan- 
el, emphasized that business men have 
not been approached by enough com- 
petent agents. People will put forth 
great effort and make sacrifices for 
business because that is their liveli- 
hood. They will listen when someone 
talks about business and praises their 
acumen. He termed this the “business 
ego,” which can play an important 
part in a sale. 


Sales Ideas That Work 


Mr. Rosen always gets referrals as 
a specialist and not as “just another 
agent.” The fact that referred pros- 
pects expect his calls and receive him 
well he attributed to the third party 
influence. He distributes literature to 





prospects. His final advice was, “See 
people, see people and see more peo- 
ple.” 
Mr. Krauss, who conducted the pan- 
el, asserted that business insurance 
(CONTINUED ON FOLLOWING PAGE) 
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1957 marks the 
beginning of our 
40th year of 
conscientious service 





to Lutherans and 
to the Lutheran 
Church 
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Millions of Dollars of Life Insurance in Force 


A Picture of Rapidly-Growing Service To Lutherans 
Insurance in force has grown from nearly $176 million in 1946 to 
approximately $725 million in 1956 —an increase within 10 years 
of more than half a billion dollars of insurance in force. 


Insurance in force—now more than $700,000,000 
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has become “overgimmicked,” while 
its basic and original purpose is being 
overlooked. That is. not to say, he 
added; that the many. angles: and ap- 
proaches recommended by companies 
and insurance publishers are not good, 
however. 

Mr. Mallon, who wrote $1 million as 
a debit agent, predicted his accomp- 
lishment no longer will be a rarity. 
The debit book can provide enough 
prospects for reaching this mark. Time 
control and the agent’s goals will de- 
termine the measure of his success. 

Housewives, he charged, are “con- 
ning” debit men by saying they are 
“loaded” with another company’s pol- 
icies. To counteract this, he advised 
using “any good excuse” to get a look 
at her policies. 

Mr. Mallon, who spoke on package 
selling, recommended going over the 
prospect’s possible needs and getting 
him to admit to some of them. It is not 
difficult to sell a need. Once the pros- 
pect has committed himself to certain 
needs, he will have trouble in dis- 
claiming them. Mr. Mallon said he sells 
needs, not policies. 

“Insurance changes from an intan- 
gible to a tangible product when he 
(the prospect) admits there is a need 
that it can satisfy,” Mr. Mallon added. 
“The attack means the most,” accord- 
ing to Mr. Evans, who spoke on A&S. 
As an example of this, he told how he 
makes a dramatic approach: While 
driving, he sights, say, a plumber’s 
truck. Not knowing the driver, he nev- 
ertheless pulls alongside, waves and 
makes motions indicating he wants to 
stop at the roadside. Then, running 
back to the halted truck, he obtains 
the man’s card—all without satisfying 
the other’s curiosity as to what he 
wants. Mr. Evans later calls on the 
man—and usually sells him. 

The need for A&S is the most im- 
portant point, Mr. Evans said. Too 
often—and this is also true of life in- 
surance—the “wonderful contract,” 
the quality of the policy is over- 
stressed. Too much time is spent on 
technical discussion of the coverage 
and not enough on the need for it. 

Guest speaker was John L. Carey, 
executive director of American Insti- 
tute of Accountants, New York City, 
who discussed agent-accountant coop- 
peration. 





Pru to Build Regional 
Office in South Jersey 


Prudential will construct a $1 mil- 
lion southern New Jersey regional of- 
fice at a location in the central part 
of south Jersey to be disclosed soon. 

Plans are being made for an organ- 
ization which will handle certain of- 
fice operations for several eastern sea- 
board states. The modern air-condi- 
tioned building will have 40,000 square 
feet of floor space and will house 200 
employes when it opens. 

George J. Geisinger, district man- 
ager since 1948 at Bridgeton, N. J., has 
been promoted to director in charge 
of the new office. He joined the com- 
pany in 1937 at Bridgeton, advancing 
to staff manager at Pitman, N. J. in 
1941 and to the home office training 
staff in 1946. 

John B. Huetz, manager of the au- 
diting division since 1956, has been 
promoted to assistant director. He 
joined the home office staff in 1933 and 
became manager of the Newark debit 
accounting division in 1952. 





Walter R. Hoefflin, formerly super- 
visor of agencies and general agent 
for Pacific Mutual, has been named 
regional agency vice-president for 
Washington, Oregon and Idaho by 
Western States Life. 


es 


Priebe Lists Fear 
of Prospecting at 
Top of ‘Hate Parade’ 


In discussing his five favorite fears 
Arthur F. Priebe, million dollar pro. 
ducer for Penn Mutual Life at Rock. 
ford, Ill., and immediate past chair. 
man of Million Dollar Round Tabje 
told some 500 Chicago life agents tha 
fear of prospecting is first on hig 
“hate parade.” However, he explained, 
at one time or another, he has ex. 
perienced “all known varieties of sales 
fears and even a few unclassified ones” 

Mr. Priebe’s popular discussion of 
the anxieties of sales drew more than 
a capacity turnout at the annual 
breakfast meeting of Chicago Life Un. 
derwriters Assn., an _ unusual at. 
tendance considering the early mom. 
ing hour and near-zero temperatures, 

As for prospecting, Mr. Priebe tolq 
the agents that he cold canvassed up. 
til he got up to a production of $500. 
000 and then switched to prospecting 
among the clients he already had, 
“You don’t have to cold canvass for- 
ever,” Mr. Priebe said. “If you get 
the confidence of 1,000 people, their 
friends, friends of friends, and sons- 
in-law will keep you going a lifetime.” 
Mr. Priebe stressed prospecting among 
clients. He said agents have a tenden- 
cy to forget their clients and chase 
across town to see another client who 
probably has been forgotten by some 
other agent. This other agent, in turn, 
chases around to see the client “you 
have forgotten.” He pointed out that 
only 21% of the policyholders keep the 
same agent. “Once I have written a 
man, I don’t want anybody else to 
share in his future prosperity,” Mr. 
Priebe said. 

The other four favorite fears listed 
by Mr. Priebe are fear of a weak 
presentation, fear that the business 
will be declined by the home office, 
fear of competition, and fear of clos- 
ing. 

As for fear of presentation, Mr. 
Priebe said it is largely based on ig- 
norance. He suggested that all agents 
learn enough about “thése tax laws” 
and other facets of the business so 
you can see any prospect with con- 
fidence—“not cockiness, just confi- 
dence!” He said no insurance agent 
can know too much, but warned that 
an agent can tell too much at one 
time. 

In discussing the fear that business 
will be declined at the home office, 
Mr. Priebe told the agents they may 
have to work a little harder to get 
the business that’s rated sub-stand- 
ard, but pointed out that it’s worth 
it because “you get paid more.” He 
suggested that such sub-standard 
cases should be sugar-coated a little 
bit. “No one is sub-standard,” he said. 
“They are in a special class.” In his 

treatment of the fear of competition, 
Mr. Priebe pointed out that no one 
company has all the best contracts. 
And as for the closing interview with 
the prospect, Mr. Priebe said it should 
not be a “tug-of-war.” 





Western States Actuaries, 
Underwriters to Meet 


Home Office Underwriters Club of 
the Western States will hold its annual 
meeting at Peeble Beach, Cal., June 5, 
and Actuarial Club of the Western 
States will hold its spring meeting at 
the same place, June 6-7. 

The underwriters club has held one 
meeting a year at the same time and 
the same place as the actuaries in or- 
der to benefit by each other’s discus- 
sions on underwriting problems. 
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Atlantic of Va. Names 
McCord Man of Year 


Atlantic Life of Virginia has named 
General Agent W. 
Neal McCord of 
Washington, D. C., 
1956 man of the 
year, the highest 
honor for sales- 
manship. Herbert 
Pp. Jones, general 
agent in Pittsburgh 
was named “chal- 
lenger” for the 
second consecutive 
year. This is the 
second highest 
salesmanship hon- 
or. The A&S lead- 
ership award vent 
to John H. Sheffield, general agent in 
Austin, Tex. Each man will receive an 


engraved plaque. 


W. Neal McCord 





Pan-Am Liberalizes 


Benefits to Employes 

Pan-American Life has eliminated 
payroll deductions for its employes’ 
pension plan so that the company now 
will absorb the entire cost. 

The employes’ monthly contribu- 
tions have been reduced for the group 
life offered by Pan-American Protec- 
tive Assn., an organization of home 
office employes. 

Pan-American will continue to cover 
its employes with free group life 
graded according to individual income 
and providing a death benefit equal 
to twice the annual income. All home 
office employes also are covered by a 
free comprehensive major medical 
plan which provides for medical ex- 
penses incurred in and out of the hos- 
pital. The company provides group 
life and comprehensive major medical 
for retired emploves and their wives. 
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The Unity Mutual 
Life Insurance Company 
of New York 


Insures 


The Whole Family 


Unity agents are equipped 


to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING 
President 


L. J. BAYLEY 
Secretary 


HOME OFFICE—SYRACUSE, N. Y. 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 























Hall of Fame for 
Insurance Set Up 
at Ohio State 


COUMBUS—Establishment of an 
Insurance Hall of Fame at Ohio State 
university, under the joint sponsorship 
of the university and the Charles W. 
Griffith Memorial Foundation for In- 
surance Education, was announced this 
week by President Novice G. Fawcett 
of the university and B. F. Hadley of 
Columbus, president of the Griffith 
foundation. 

Announcement of the first three re- 
cipients of the honor will be made 
March 1 at a luncheon on the Ohio 
State campus in connection with the 
university’s annual insurance confer- 
ence. Some 350 persons will attend. 
The new Hall of Fame will embrace 
both the United States and Canada and 
will honor those who have contributed 
most to insurance thought and prac- 
tice since the development of insur- 
ance in these countries. 

Selection of those to be honored was 
made by a board of electors compris- 
ing 45 insurance leaders. A total of 
135 living and dead insurance leaders 
were considered by the electors. A 
series of two ballots were submitted to 
narrow the list to the three. 

Factors considered in making the 
selections included: Original thinking 
and development of innovations in in- 
surance theory and practice; contribu- 
tions to insurance literature; recogni- 
tion as an authority in his field; public 
service; previous honor awards in his 
profession; service to insurance organ- 
izations of a professional character; 
and honorary degrees conferred. 

Those inducted into the Hall of 
Fame will receive a medal. In addition, 
their names will be inscribed on a 
scroll which will be prominently dis- 
played on the campus. Their pictures, 
along with a review of their contribu- 
tions, will be on display permanently. 





List Committee Heads 


for Underwriters Institute 


John F. Duston, Equitable Life of 
Iowa, president of Institute of Home 
Office Underwriters, has appointed 
members to the 1957 committees 
which will carry out the important 
phases of the institute’s activities dur- 
ing 1957, culminating in the annual 
conference Nov. 6-8 at Chicago. 

These committees and the chair- 
man for each are: Education exami- 
nation committee, Ward H. Beall, 
North American Life & Casualty; pro- 
cedures and costs, James E. Reeder, 
Gulf Life; reading and_ reference, 
Henry Way-Silvers, Postal Life; under- 
writing forms, Raymond A. Burke, 
North American Reassurance; mem- 
bership, C. Edwin Carlson, Continen- 
tal Assurance; nomination, James D. 
Renn, Peninsular Life, and hotel ar- 
rangements, I. M. Spear, State Farm 
Life 





Form Blue Ridge Life in N. C. 
as Subsidiary of Blue Ridge 


Blue Ridge Life has been organized 
as a wholly owned subsidiary of Blue 
Ridge, a fire and casualty company of 
Shelby, N. C. 

Blue Ridge Life has authorized cap- 
ital of $1 million and will issue stock 
of $10 par value. At the outset, it will 
write only credit life and credit A&S. 
Its officers and directors will come 
from the fire and casualty company. 
It will apply for admission to North 
and South Carolina, Kentucky, Ten- 
nessee and Georgia, states where the 
parent company is licensed. 











Four Handsome Prospecting and Sales 
Brochures for Use With Prospects 


1. When the Court Values Your Stock 
2. When the Court Values Your Partnership 
3. When You Liquidate a Law Partner’s Interest 


4. When You Liquidate a Professional or Personal 
Service Partnership Interest 


These brochures cite case after case where estatés 
have been in litigation for years. They show how busi- 
ness insurance agreements could have reduced estate 
taxes for corporate stockholders and specialized part- 
ners. $1.25 each or 2-9 copies $1.10 each. 








Mee announces... 
FULL FAMILY 
PROTECTOR POLICY 


(form FFP) 
Father, mother and all the children covered in one policy ...and new 
children automatically included at no increase in premium! 








Eligible Age of father 20 through 50 
Children covered to age 20 

Units of $5,000 to $15,000 inclusive 
Truly competitive premium 
This new type of coverage is indicative 
of ANICO’s policy to provide representatives 
with the most modern forms of insurance. 









Other examples of 30 ANICO 
“On Target” SALES LEADERS 


*% JUMPING JUVENILE W. L. 
5 for 1 at 21. Insured can 
get all premiums at 65 plus 
a profit — if desired 

* Complete Sub-Standard | 
consideration. Franchise. a 
Bank Draft. Non-Medical saseaheccies 






*® The EXECUTIVE SPECIAL 

— $25,000 minimum 

— Extra low premium—high values 

* ANICO CO-OP PENSION PLAN 

— Designed and priced for the 
small employee group 










Openings everywhere in territory for Representatives, Brokers, Special Brokers 
Inquiries about these or other openings for those with special 
qualifications and experience will receive prompt attention 
and answer. For information address: 

COORDINATOR OF SALES ; 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





OVER 3 BILLIONS, 
650 MILLIONS IN FORCE 
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unatiae ‘are sold ONLY 


fo people with headaches 


Strangely enough a customer buys everything he needs on his 
own. Except life insurance. That has to be sold to him. The 
problem resolves itself into showing him that he has a head- 
ache. Only then will he buy our aspirin. 


American United’s sales tools are simple, appealing and per- 
suasively different, because each has been designed with an 
uninformed customer in mind. And it IS a trick to be simple, 
when explaining the complexities of life insurance. 


The Shielder is a beautiful, simple presentation for the begin- 
ner. The simplified programing material is effective and easy 
to understand. The Small Group Kit (10 to 25 lives) practi- 
cally tells its own story. The full A & S Kit points up the story 
of “living death’”’ and the need for income protection. Each 
and every one is designed to prove that a headache exists. 
Each sells aspirin. 


If you doubt our word, you need but ask . . . we'll be glad to 
prove our point. 











@ @ 
ican United Life 
CE COMPANY 
INDIANAPOLIS, INDIANA 


“ FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 
“INSURANCE ¢ GROUP RETIREMENT e¢ PENSION TRUSTS 
LE MAJOR MEDICAL e¢ NON-CANCELABLE DISABILITY 
EED RENEWABLE HOSPITAL AND SURGICAL 
PIN SUBSTANDARD UNDERWRITING AND REINSURANCE 


ALL O 
UNIQUE JUVE 











are you on the 
outside looking in? 


IS oo 
RMI —_ “ 
~ “ - #2¢ 


HAWAII—‘56 SANTA BARBARA—'57 LAKE LOUISE—‘58 


That’s the convention schedule for qualified agents of Pacific National 
Life. Open the door to a Pacific National Life general agent career 
for yourself. You'll enjoy non tributory p plan and top com- 
mission contracts as an agent of a progressive company. How about 
you? If interested, write to: Kenneth W. Cring, Vice-Pres. & 
Supt. of Agents. Travel on the winning team, NOW. TEN WESTERN 
STATES AND HAWAII. 


STa "es 


m= PACIFIC NATIONAL LIFE 
ptosurance (0. 
Home office: 411 East South Temple, Salt Lake City, Utah 
Ray H. Peterson, Pres. Kenneth W. Cring, V. P. & Supr. of Agents 
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Cites Rise in Use of 
Split-Dollar Plans 


Although there was a feeling until 
recently that the split-dollar idea was 
discussed more than it was -used, in 
the past few months the plan has 
gained greater popularity because it 
is particularly useful to employers not 
in a position to establish qualified pen- 
sion or profit sharing plans. 

This was pointed out by Bernard 
M. Ejiber, general agent of Mutual 
Trust Life at Brooklyn, at a regional 
managers conference sponsored by 
Nationwide at Newburgh, N. Y. 

The split-dollar pian differs from 
other forms of key man insurance be- 
cause it is designed to attract and 
keep up-and-coming young execu- 
tives, rather than indemnify the em- 
ployer for their loss, Mr. Eiber pointed 
out. The plan is best for the smaller 
medium sized firm, even though the 
employer obtains no income tax de- 
duction for premiums advanced or 
benefits paid to the employe’s bene- 
ficiary. 


Ind. Legislators Take 
Favorable Action on 
Two Insurance Bills 


The insurance committee of the In- 
diana legislature has favorably re- 
ported out the so-called “Lincoln Na- 
tional” bill which authorizes Indiana 
life companies to organize or acquire 
a subsidiary writing fire and/or cas- 
ualty insurance. The bill originally 
had restricted this authorization to life 
companies having at least $25 million 
in assets, but the insurance committee 
amended the limitation to $15 mil- 
lion. Even with the new limitation, 
Lincoln National is said to be the only 
life company that will qualify. One 
piece of insurance legislation passed 
the house unanimously last week. This 
is the bill that relieved fraternals from 
filing copies of applications and policy 
forms of A&S insurance with the de- 
partment. Fraternals had not been 
making such filings in actual practice, 
although they could have been required 
to do so under previous wording of the 
law. 

The budget committee has reported- 
ly reduced the insurance department 
budget for the year from $235,000 to 
$159,000. The latter figure, if approved, 
will be about $20,000 less than the de- 
partment had last year. 





Pru Opens New District 
Office at Marysville, Cal. 


More than 75 persons were present 
for the recent official opening cere- 
monies of Prudential’s new Sierra dis- 
trict agency at 616 C street, Marys- 
ville, Cal. The contemporary-style 
structure, faced in red Roman brick, 
provides 3,000 square feet of office 
space. Oscar B. Snyder, who joined 
Prudential in 1951 and has been a 
training consultant for the last year, 
heads the new agency, which covers 
11 northern California counties. 
Marysville formerly was a detached 
point from the Sacramento agency. 





Travelers Promotes 


Gehris in Hartford 


Travelers has appointed Joseph L. 
Gehris superintendent of the expense 
allocation unit of the methods and 
planning department in Hartford. 
Methods and planning supervisor since 
1948, he joined the group at Philadel- 
phia in 1934, transferred to the Hart- 
ford accounting: department in 1935, 
and was named assistant office man- 
ager in Philadelphia in 1941. 





All American L.&C. Top 
Agents Meet in Chicago 


All American Life & Casualty of 
Park Ridge, IIl., this month held its ap. 
nual top producers 
convention at the 
Edgewater Beach 
hotel, Chicago, To 
qualify for atten. 
dance, each agent 
had to produce 
$6,000 in paid pre. 
miums for the 
year. Produce. 
tion of $9,000 was 
required for at. 
tendance for both 
the agent and his 


wife. 
E. E. Ballard E. E. Ballard 
president, saluted 


the production achievement of the com- 
pany, pointing out that more than 
$2,700,000 in paid A&S premiums were 
received in 1956, and written life busj- 
ness since July 10, the date the com. 
pany entered that market, has risen jp 
excess of $10 million. 

Richard J. Donaldson, executive 
vice-president, opened the two-day 
session, which adopted the theme “Op- 
portunities Unexcelled,” and included 
business sessions, sales talks, and a 
wide range of discussion. The affair 
was concluded with an awards dinner- 
dance at the end of the second day. 
At the dinner Mr. Ballard presented 
plaques to John N. Metropulos, Mount 
Prospect, Ill, winner of the president’s 
award, given to the manager who did 
the most outstanding job of agency 
building, and to Robert M. Nolan, 
Gary. All-American of the year, 
selected on the basis of leading produc- 
tion. Plaques also were presented to 
each member of the President’s Club 
and the All American Club. The com- 
pany will hold its 1958 convention at 
Estes Park, Colo. Mr. Ballard said the 
goal for 1957 is an ambitious $37,500,- 
000 of life production and $1,200,000 
in new A&S premiums. 





Midland Mutual Film 


Shown on TV in Columbus 


A film depicting home office oper- 
ations of Midland Mutual Life was 
shown Feb. 3 over television station 
WLW-C in Columbus. The film was 
part of a public service series, “This 
Is Our Town,” covering various as- 
pects of community life in Ohio’s cap- 
ital city. Virtually all home office de- 
partments of Midland Mutual were 
represented in the film. The narrative 
presented vital facts on the company, 
its history and services. 


Jones Elected President 


of 5th Columbus Insurer 


Frederick E. Jones, president of four 
Columbus, O., insurers, has been elec- 
ted president of a fifth, Mayflower 
Ins. Co., Columbus. The four other 
companies headed by Mr. Jones are 
Ohic State Life, Columbus Mutual 
Life, Buckeye Union Casualty, and 
Buckeye Union Fire. The Buckeye 
Union companies purchased control of 
Mayflower last October. Present plans 
call for a merger of Buckeye Union 
Fire and Mayflower in the near fu- 
ture. 





State Mutual—F. F. Stafford of the 
Cerf agency at New York, led the field 
force in total production for 1956. He 
led the company in 1949, 1953, 1954 
and placed second in 1955. He joined 
State Mutual in 1939 and is a life and 
qualifying repeating: member of Mil- 
lion Dollar:Round ‘able for 1956. 
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HOME OFFICE CHANGES 





Franklin Life Promotes 
Three Key Executives 


Three key members of the Franklin 
Life executive staff were promoted at 





Allen V. Dowling J. V. Whaley 


the annual meeting. 

Vice-president and Director of Agen- 
cies J. V. Whaley was appointed to the 
newly-created office of senior vice- 
president and chairman of the execu- 
tive committee. He has been with the 
company for nearly 25 years. 

Allen V. Dowling, formerly vice- 
president and director of agency de- 





George A. Vogler 


James R. Malloy 
velopment, was named to succeed Mr. 
Whaley. He joined Franklin Life in 
1953 and had been vice-president and 


agency development director since 
1955. 
George A. Vogler, ‘formerly vice- 


president and director of sales, was 
advanced to vice-president and super- 
intended of agencies. He entered life 
insurance with Massachusetts Mutual 
in 1945 and joined Franklin Life as 
southwest division sales director in 
1952. 

In another appointment, James R. 
Malloy has been named director of 
field training with the home office 
agency department of Franklin Life. 
Mr. Malloy entered insurance several 
years ago and for four years was with 
Franklin Life’s southeastern division 
manager, W. W. Chamberlin, at Mont- 
gomery. In 1955, Mr. Malloy was ap- 
pointed assistant regional manager of 






General Agency opportunities available! 


the southeastern division. 


State Life of Ind. 


Ralph W. Smith has been appointed 
director of education and training for 
State Life of Indiana. He has been in 
life insurance for 20 years as an agent, 
staff manager, training consultant and 
manager of sales and service. Prior to 
his appointment, Mr. Smith was an 
agency division manager at Grand 
Rapids. 


Central Life of lowa 


Carl H. Page, secretary since 1948, 
has been promoted to vice-president 
and secretary of Central Life of Iowa, 
and Vernon R. Remer, who has been 
assistant secretary since 1955, has been 
promoted to agency secretary. Mr. 
Page joined the company in 1934, and 
Mr. Remer in 1939. 


State Mutual 


Irving T. F. Ring, vice-president and 
general counsel for 15 years, has been 





Il. Wells 


A. R. Willson Ww. 


promoted to senior vice-president and 
general counsel. Charles F. Harris and 
Alan R. Willson were advanced from 
2nd vice-presidents to vice-presidents. 
Walter I. Wells was promoted from di- 
rector of the A&S branch to secretary 
to the A&S division. Mr. Ring joined 
State Mutual 38 years ago and was 
elected a director in 1950. Mr. Harris, 
with the company since 1925, is active 
in home office life underwriters’ or- 
ganizations. Mr. Willson joined State 
Mutual in 1946 to open its group office 
at New York, went to the home office 
in 1950 and became secretary and head 
of the group division in 1951. Mr. Wells 
became assistant actuary in 1945. He is 
an associate of Society of Actuaries and 
Casualty Actuarial Society. 


Northwestern National Life 

Dr. Carl W. Anderson has been 
elected vice-president and medical di- 
rector of Northwestern National. He 
joined the company in 1930 as assist- 
ant medical director, was named chief 
medical officer in 1941, medical direc- 
tor in 1946, and a 2nd vice-president 
in 1951. Dr. Anderson was chairman of 
the medical section of American Life 
Convention in 1951. 


Connecticut General 
John S. Wyper, assistant secretary of 


the life underwriting department since 
1955, has been appointed secretary of 
the department. He joined Connecticut 
General in 1946. 


Connecticut Mutual 


Horace R. Smith and E. A. Starr 
have been promoted from superinten- 
dents of agencies to assistant agency 
vice-presidents; Robert B. Proctor and 





E. A. Starr 


Horace R. Smith 


E. G. Walls Jr. from assistant superin- 
tendents of agencies to superintendents 
of agencies; James 
L. Russell from as- 
sistant agency sec- 
retary to agency 
secretary, and, ef- 
fective May 1, 
William L. Whorf, 
now director of 
schools for LI- 
AMA, joins Con- 
necticut Mutual as 
superintendent of 
agencies. 

Mr. Smith, who 
has charge of edu- 
cation and train- 
ing, started in life 
insurance in 1924 with the former Mis- 
souri State ‘Life and was manager at 
Houston for Jefferson Standard before 
serving as director of the Purdue 
course. He joined Connecticut Mutual 
in 1947 as assistant superintendent of 
agencies, becoming superintendent in 
1950. 

Mr. Starr, whose specialty is estate 





E. G. Walls Jr. 





William Lb. Whorf 


Robert Proctor 


planning, business insurance and em- 
ploye benefit plan, entered life in- 
surance in 1929 with Equitable Society, 
where he became assistant manager of 
salary savings. He joined Connecticut 
Mutual in 1937 and took charge of ad- 
vanced sales in 1947 as assistant super- 
intendent of agencies. He became su- 
perintendent in 1950. 

Mr. Proctor was with Penn Mutual 
at New York before joining LIAMA 





ferent’’ cases. 


time” renewals. 


When They're “Tough’’ To Handle—Try Postal! 


: Postal was established in 1904, is a New York Company with 
individual underwriting that is ideal for handling your ‘‘dif- 


“Special” policies, Group, term-on-term, juvenile, flexible riders. 
An unusual Brokers’ contract with free Group insurance, ‘‘life- 


Postal Life of New York 





GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N.Y. 17, N. Y. 








in 1939. He has been with Connecticiy 
Mutual since 1942 and has been aggig_ 
tant superintendent since 195}, Mr 
Walls has been with the company singe 
1938 as agent, supervisor and genera} 
agent, becoming a specialist in broker. 
age business. He has been assistant sy. 
perintendent since 1952. Mr. Russel] 
joined Connecticut Mutual in 1937 
served as Ft. Wayne manager before 
going to the home office, where he be. 
came assistant agency secretary jp 
1952. Mr. Whorf was an agent ang 
field supervisor for Paul Revere Life 
before going to LIAMA in 195], He 
wrote many LIAMA educational book. 
lets and is a member of the LIAMA 
editorial committee for Managers 
Handbook. 


Prudential 


Ernest V. Rizzio, staff manager since 
1952 in New Jersey offices at Bloom. 
field, Camden and Union, has been pro. 
moted to head of the district office at 
Passaic, succeeding Charles H. Lindner 
who has been promoted to director of 
agencies. Mr. Rizzio joined Prudential 
in Newark in 1950. 


Standard of Oregon 


Arthur M. Cannon, vice-president 
and treasurer of Standard of Oregon, 
has been elected a director, and James 
P. Johnson has been named a vice. 
president of the company. Mr. Cannon 
joined Standard last fall and since that 
time has been chief investment officer, 
Mr. Johnson joined Standard in 1948 
and has been public relations director 
prior to his present appointment. He 
will retain supervision over this ac- 
tivity and will assume other executive 
assignments. 


Postal Life 

Robert C. Reed, formerly a field su- 
pervisor at Springfield, Mo., has been 
appointed supervisor of training for 
Postal Life. In his new position, Mr, 
Reed will supervise agent training 
procedures, involving development of 
new sales materials and methods as 
well as actual agent training. Prior to 
joining Postal Life, he was a special 
en for General American 

ife. 


National Bankers Life 

Leslie J. Bird, contact department 
manager and policyholder consultant 
of National Bankers Life, has been 
named _ personnel director. He joined 
the company in 1955 as agency secre- 
tary. He had a number of years’ ex- 
perience in personnel work during 
eight years of active duty in the Navy. 


Provident Life & Accident 

W. E. Brock, chairman of Brock 
Candy Co. of Chattanooga, has been 
elected to the board of Provident Life 
& Accident. 


Northwestern Life 

Austin F. Case, formerly president 
of Northwestern Life of Seattle, has 
been elected board chairman, and O. D. 
Sanford, formerly executive vice-pres- 
ident, has been elected president. These 
changes were announced at the annual 
meeting of the company when it was 
also reported that new life business 
during 1956 increased by $10,375,453 to 
a total in force of $62,149,789. 


Federal Life of Chicago 

At its annual meeting Federal Life 
of Chicago made several changes and 
promotions in its official family. In- 
cluded among these were Carl A. Gode 
Jr., treasurer, who was named vice- 
president and treasurer, and Emery A. 
Huff, vice-president and superinten- 
dent of agencies, who was made agen- 
cy vice-president. 








D. E. Albin has been elected presi- 
dent of Lincoln Liberty Life of Lincoln, 
Neb., succeeding his father, Joseph, 
who was named chairman. The young- 
er Mr. Albin has been with the compa- 
ny since 1946. 
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Views of HIA Group 
Meeting in Chicago 





G. T. Delahunty, left, All American 
Life & Casualty of Park Ridge, Ill., and 
Otto V. Elder, American Service Bur- 
eau, at the HIA group meeting in Chi- 


cago. 





Top: Among a big turnout of compa- 
ny executives at the HIA meeting in 
Chicago last week were E. J. Faulkner, 
left, president of Woodmen Accident & 
Life, and H. Lewis Rietz, vice-presi- 
dent of Great Southern Life: 

Center: Company association repre- 
sentatives included James Williams, 
vice-president of Health Insurance In- 
stitute, and Albert Pike of LIAA, New 
York. 

Bottom: J. R. Westwood, Crown Life, 
and William H. Ellis, Midland Mutual 
Life, at the group meeting. 





Top: Harry K. Hunt, left, Imperial 
Life of Canada, and Arthur M. Brown- 
ing, New York Life, at the HIA group 
meeting in Chicago. 

Bottom: E .F. Randolph, left, Liberty 
Life of South Carolina, and C. D. Smith, 
Washington National. 





Top: At the Chicago meeting of HIA 
group insurance forum are Charles D 
Scott, left, Great American Reserve of 
Dallas, and Wil!iii eV. Washburn, 
American Health of Baltimore. 

Bottom: Roy A. MacDonaid, HIA di- 
rector of company relations, and Mrs. 
MacDonald at the HIA reception. 





At the reception during the HIA meeting in Chicago, from the left: Carl Z. 
Hanor, Retail Credit Co.; Fred W. Clark of Lincoln National Life; A. B. Hvale, 
Continental Casualty, and Charles F. Keyes and Frank Widner, of Empire State 


Mutual Life. 










THE 
y_WINNER! 


aa highly competitive cases 
MUTUAL TRUST’S 


Sa 
—~_-> BUILDER 


2 $25,000 MINIMUM 


@ Lowgoing in premium 
@ Low net cost 
@ Issued substandard 


MUTUAL TRUST 


LIFE INSURANCE CO. 
135 S. La Salle St., Chicago, Ill. 























It Looks Like a Toy 
But What a Wallop!!! 


So does the telephone look like a toy. 
But try to do without it. 


Sound Slide-film is the mightiest sales tool 
ever conceived. 


Proved for seventeen years. 
Now life insurance is going for it in a big way. 
Do you want to know about it? 


O. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CHICAGO 7 ILLINOIS 
CAnal 6-4914 
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Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder... 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure ““BO-321”’. 


HOME OF 










HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 


NORTH AMERICAN Hie and Gasualty Zampany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @© @ @ 













A CAREER OPPORTUNITY 
for building YOUR OWN Agency 


with 
WISCONSIN oS" 
2 
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Wisconsin National Life’s expansion program offers YOU an 
inspiring opportunity to be a GENERAL AGENT. 


OPPORTUNITIES available in Wisconsin — Michigan — Illinois 
— Indiana — Minnesota. 


WNL is a medium sized aggressive company and offers a 
variety of Life and Accident and Sickness coverages, adequate 

territory and help in recruiting and financing new agents. 

WNL is the right size Company — large enough for recognition 

and prestige — small enough to recognize success. 

Write, wire or phone in complete confidence E. H. Metz, CLU, 
re umummeeem Vice-President, Director of Agencies 





WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


OSHKOSH, WISCONSIN 
— Founded 1908 — 
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CHANGES IN THE FIELD 





Equitable Society 


The salary savings division has pro- 
moted from divisional to departmental 
managers in their respective regions, 
with headquarters unchanged, Otto W. 
Chadbourne, western, San Francisco; 
Edgar B. Gibson, north central, Chica- 
go; James B. Kennedy, metropolitan 
area, New York; Charles W. m, 
south central, St. Louis, and William E. 
Van Brunt Jr., northeastern, New York. 

Henry B. Mitchell, former north- 
eastern divisional manager, has been 
named to the new post of salary sav- 
ings account manager at the home of- 
fice, a position national in scope. John 
T. Wells Jr., former assistant divisional 
manager in the northeast, who retains 
his headquarters in Springfield, Mass., 
has been promoted to divisional man- 
ager. 

Mr. Chadbourne, with Equitable 
since 1946, became divisional manager 
in 1952. Mr. Gibson, who joined the 
company in Detroit in 1949, was ap- 
pointed to that post in 1952. Mr. Ken- 
nedy, who started in Hempstead, N. Y., 
in 1947, attained the post in 1953. Mr. 
Ransom, who joined Equitable in Kan- 
sas City in 1946, rose to divisional man- 
ager in 1952. Mr. Van Brunt, who be- 
gan at Jacksonville, Fla., in 1939, at- 
tained the post in 1954, with headquar- 
ters in Pittsburgh. 

Mr. Mitchell entered Equitable in 
1937 in the claims department. Mr. 
bye has been with the company since 
1946. 


New York Life 


These promotions have been made 
in New York Life’s group sales or- 
ganization: Robert J. Monahan, for- 
merly in Los Angeles, has been named 
district group manager in San Fran- 
cisco. Armour R. Killingsworth Jr. 
has been promoted to district group 
manager at Los Angeles. J. Robert 
Byerly, who has been in charge of the 
Denver office, has moved to Los An- 
geles. Russell C. Taylor, district group 
manager in Butte, Mont., succeeds Mr. 
Byerly at Denver. Joseph M. Newey 
has moved from Salt Lake City to 
head the Butte group office. Pro- 
moted to district group managers are 
Malcolm D. White at New Orleans, 
Harry L. Corbett at Albuquerque, and 
James A. Allen at Charlotte. A new 
sub-office of the Memphis district 
group office has been opened at Little 
Rock, with Lundy R. Gunn, assistant 
district group manager, in charge. 


Prudential 


Charles A. Kenny, assistant home 
office director of mortgage loan and 
real estate investments since 1956, has 
been appointed regional’mortgage loan 
manager at Boston, succeeding Charles 
P. A. Nelson, who has been named di- 
rector of real estate planning and de- 
velopment for the proposed northeast- 
ern home office in Boston. Mr. Kenney 
joined Prudential in 1930. Prior to 
serving in the home office, he was 
production manager at Cleveland for 
six years for the company’s northern 
Ohio mortgage loans. 

Robert W. Burke, training consult- 
ant for Prudential since 1953, has been 
appointed head of the Belmont, Mass. 
district office, following Ernest F. La- 
caire, who is assuming charge of the 
Worcester district. Mr. Burke joined 
the Dorchester district staff in 1950, 
becoming staff manager a year later. 
Mr. Lacaire was manager at Cam- 
bridge for the previous four years and 
had headed the Taunton district from 
1950-53. He replaces Edward L. Cas- 
sidy, who has been named head of the 
newly created Danbury, Conn. district. 

Don E. Fiori Jr. has been promoted 
to staff manager at Prudential’s Coun- 
cil Bluffs, Ia. district office to super- 
vise sales and service activities of a 


—— 


staff of agents. He joined Prudential as 
an agent in Council Bluffs in 1950. 


Travelers 


Herrick S. Massie Jr., since 1955 as. 
sistant manager at 
Charlotte, N. ¢ 
with headquarters 
at Raleigh, has 
been appointed 
manager at Alba. 
ny, replacing Qr. 
rion L. Saether, on 
leave for health 
reasons. Mr. Mas. 
sie joined Travel]. 
ers as a field su. 
pervisor at Rich- 
mond in 1953. Mr. 
Saether, Albany 
manager since 1929 
; joined the compa- 
ny in 1920 as a special agent at Mil. 
waukee. 





Herrick S. Massie Jr. 


Southland Life 


Several changes have been made in 
the Southland Life agency organization 
in Texas and Arkansas. 

R. L. Whitaker, formerly field assist- 
ant at the Dallas home office, has been 
named manager at the company’s E] 
Paso agency to succeed O. J. Wright Jr. 
who has returned to personal produc- 
tion at that agency. Mr. Whitaker 
joined Southland as an agent at Tyler, 
Tex. in 1954. 

Charles Jungmichel, also a field as- 
sistant at Dallas, has been appointed 
assistant manager at Fort Worth, re- 
placing V. F. Martin, who has returned 
to personal production at Dallas. Mr. 
Jungmichel joined the company in 
1954 at Austin and later was trans- 
ferred as agent to LaGrange, Tex. 

Formerly agent at Conway, Ark, 
Stanley Russ has been named field 
assistant at Dallas. He has been with 
Southland Life at Conway since 1954. 


United States Life 


Norbert A. Hochschartner and Ray- 
mond F. Minnio have been named co- 
partners with Melvin Schwartzberg in 
the Standard Insurance agency at 
Jackson Heights, Long Island, N. Y. 
The agency formerly was known as 
the Schwartzberg agency of United 
States Life. Mr. Hochschartner for- 
merly was with Alexander & Alex- 
ander, New York brokers. Mr. Minnio 
has been with New York Life. 


Continental Assurance 


Bryant M. Sells, has been appointed 
agency manager for Continental As- 
surance at Long Beach, Cal. His agen- 
cy will be in the Jergins Trust building. 
He will give particular attention to 
the development of brokerage busi- 
ness in Long Beach and Orange Coun- 
ty. 


Berkshire 


David B. Ide, division manager for 
Prudential since 1955, has been ap- 
pointed general agent at Providence. 
Before joining Berkshire, he success- 
fully recruited agents. He entered the 
life business in 1954, with Prudential. 


Business Men’s Assurance 


H. G. Horn, Portland branch man- 
ager of Business Men’s Assurance, has 
been appointed regional manager of 


(CONTINUED ON PAGE 27%) 
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G. A. Landis Sets 
Peerless Sales Record 
for Franklin Life 


Franklin Life’s California state sales 
director George A. Landis has estab- 
lished what is be- 
lieved to be an in- 
dustry-wide un- 
paralleled record 
of agency devel- 
opment in the last 
decade. New paid 
sales by his asso- 
ciates during 1956 
averaged more 
than $5 million 


per month ($67 
million for the > &. 
year). George A. Landis 


This London- 
porn, Canadian-reared whirlwind com- 
bines an analytical mind with a thor- 
ough knowledge of the business, and a 
superb mastery of sales techniques. 

After many successful years with 
two companies in other industries, Mr. 
Landis joined Franklin Life in 1944 
as an agent in California and quickly 
amassed a most enviable sales record, 
ending the following year in 8th place 
among the company’s entire sales or- 
ganization. He was then appointed 
general agent in Pasadena where he 
organized an agency whose sales ex- 
ceeded $2 million in the first year. His 
outstanding talent for agency man- 
agement was further recognized when 
in 1947 he was promoted to California 
state manager, and in his first year 
tripled production from $4 million to 
over $12 million. Each year thereafter 
his organization has enjoyed remark- 
able increases in new sales, culminat- 
ing in nearly $68 million of paid busi- 
ness last year. 

Today Franklin’s California division, 
under the direction of Mr. Landis, has 
nearly $250 million in force, which is 
in excess of the total insurance in 
force of approximately 90% of the 
more than 1,000 life insurance com- 
panies in the United States. 

Outstandingly characteristic of Mr. 
Landis is that he has always been an 
“organization” man, realizing that un- 
less he has able; loyal, and enthusias- 
tic associates, the big job can never 
get done. One of his general agents, 
John Hills, ranks third nationally 
among all general agents on the basis 
of net paid volume. Eight of his gen- 
eral agents are numbered among the 
top 30. 

Intensive training is a “must” in the 
Landis “modus operandi.” And no man 
is permitted to call on prospects until 
he is thoroughly indoctrinated, and 
has demonstrated ability to make his 
presentations intelligently. Perhaps 
that is the reason why Landis-trained 
men promptly step into the substan- 
tial earnings column, Franklin officials 
explained. 

A merchandiser all his life, Mr. Lan- 
dis has found in Franklin Life’s mer- 
chandising concept a complete outlet 
for all of his sales skills—a sales ve- 
hicle which he could ride, and has rid- 
den, to the top of the heap in the 
Franklin sales picture. 


Never satisfied, Mr. Landis thinks 
of last year’s $68 million production as 
merely a stepping stone to $85 million 
in 1957 and over $100 million in 1958. 
His friends and associates have learned 
that it is expensive to wager that Mr. 

dis won’t attain any goal that he 
has sel. 
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Mutual Benefit Honors 
Earls Agency for 1956 
$21 Million Production 


President H. Bruce Palmer of Mu- 
tual Benefit Life was host at a lunch- 
eon honoring the William T. Earls 
agency at Cincinnati, which led the 
company for the sixth consecutive 
year in 1956 by producing a record 
$21 million. 

At year-end, the agency had $190 
million in force and had 3,600 policy- 
holder cards on file. Agents Donald 
E. Stull, Sidney Weil, Edwin S. Bev- 
eridge, Wallace H. King, Robert C 
Lauer, A. Robert Groenke Jr., Albert 
F. Groenke, Albert Schmerge, Robert 
J. Wagner and C. E. Davison were 
among the company’s 100 top produc- 
ers in 1956. Nine sold more than $1 
million. 

The agency’s exclusive merchandis- 
ing material includes a record with 
a message from Mr. Earls, calling at- 
tention to the company’s estate plan- 
ning film, which is available for show- 
ing in individual homes. A punch card 
system keeps information on policy- 
holders up to date, enabling agents to 
provide better service. 








Byrnes Shatters Jan. 
Record for N. E. Life 


NEW YORK—The George B. Byrnes 
agency of New England Life, which 
led New England Life for 1956 with 
$31.7 million in sales, set an all-time 
company record for any month with 
its January production of $8,117,819. 
This includes no group business or 
group credits. 

Leader in volume was Henrikas Ra- 
binavicius, with $3,220,422. Runner-up 
was Owen P. Jacobsen, with $833,300. 
Mr. Rabinavicius was also the leader 
for the entire year 1956. 





Northwestern Mutual 
Lists Sales Leaders of ‘56 


Northwestern Mutual Life has an- 

nounced its 1956 sales leaders: 
General Agency Leaders 

The three leaders among the com- 
pany’s 91 general agencies are those 
headed by: C. R. Eckert, Detroit—in 
first place for the fourth consecutive 
year; John R. Mage, Los Angeles; Jam- 
ison & Phelps, Chicago. 

Also in the top 20 are the gen- 
eral agencies headed by: Stumm & 
Roeder, Aurora, IIl.; Willard L. Mom- 
sen, Milwaukee; J. Lowell Craig, Mil- 
waukee; Frank R. Horner, Madison, 
Wis.; A. C. F. Finkbiner, Philadelphia; 
Raymond J. Dolwick, Cleveland; Guy 
E. Morrison, Indianapolis; Roger A. 
Clark, Pittsburgh; F. R. Olsen, Minne- 
apolis; Bruce W. Gilmore, Grand Rap- 
ids; J. E. Stone Jr., Boston; Lowell P. 
Schwinger, Cedar Rapids; Howard D. 
Goldman, Richmond; P. T. Allen, Buf- 
falo; Deal H. Tompkins, Charleston, 
W. Va.; Dan A. Kaufman, Chicago; and 
J. V. Talbot, Newark. 

District Agency Leaders 

The three leaders among the 238 
district agencies are those headed by: 
R. E. Castelo, Champaign, IIl.; D. E. 
McTigue, Fort Dodge, Ia.; G. Wendell 
Dygert, Fort Wayne, Ind. 

Also in the top twenty are the dis- 
trict agencies headed by: W. K. Pierce, 

(CONTINUED ON FOLLOWING PAGE) 


The William T. 
Earls agency of 
Mutual Benefit 
Life at Cincinnati 
led the company 
for the sixth con- 
secutive year in 
1956 by producing 
$21 million. Pres- 
ident H. Bruce 
Palmer visited the 





‘agency and was host at a luncheon in Queen City club to mark the achieve- 


ment. Pictured with Mr. Palmer are some of the agency’s million-dollar pro- 
ducers. They are (from left) Mr. Earls, Albert F. Groenke, Mr. Palmer, A. Rob- 


ert Groenke Jr. and Donald E. Stull. 


Old Republic Life Insurance Compahy 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 


call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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CALIFORNIA ILLINOIS (Cont.) B 
CHASE CONOVER & CO. 
COATES. HERFUBTH ¢ Consulting Actuaries 
ENGLAND pon 
Insurance Accountants 
CONSULTING ACTUARIES su) 
San Francisco Denver Los Angeles 352 6. Born hg WAbash A 4 
GA.-VA.-N.Y. IOWA 
BOWLES, ANDREWS & TOWNE]|| || TAYIOR AND TAYLOR 
ACTUARIES CONSULTING ACTUARIAL AND 
Insurance Company IBM STATISTICAL SERVICE 
Management Consultants Z 814 American Bidg. 
RICHMOND ATLANTA —s NEW _ YORK Home Office = Cedar Rapids, lowe 
GEORGIA & INDIANA & 


MICHIGAN 


NEBRASKA 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
3501 CADILLAC TOWER DETROIT 26, MICH. 
i 1106 WILLIAM OLIVER BLDG. ATLANTA, GA. 








Haight. Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapolis Omaha 




















ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








NEW YORK 


Consulting Actuaries 
Auditors and Accountants 








Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 














PENNSYLVANIA 














Harry S. Tressel & Associates Contaling Astana 
Cc lting Actuari 
10 S. LaSalle St., Chicago 3, Illinois E. P. HIGGINS AND 

H S. Ti |, M.A.I.A. Irma Kram 

M. Wolfman, F.$.A. Wm. P. Kelly COMP. ANY 
N. A. Moscovitch, F.S.A. D. W. Sneed (Frank M. Speakman Associates) 
A. E. Selwood Eugene P. Higgins urse Building 

FRanklin 2-4020 Clayton Williams Philadelphia 6, Pa. 
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Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 

THE NATIONAL UNDERWRITER—LIFE EDITION 














MILITARY SPECIALIST 
ES, 


Sales Management Field, Proven performance in Life 
Insurance or Investment Sales to Officer personnel essen- 
tial. Must be willing to travel. Headquarters in Wash- 
ington, D. C. 


Opportunity to earn in excess of $100,000 per year. 
This involves the negotiation of a franchise to sell the 
Variable Annuity—the greatest development in the finan- 
cial world during the last 25 years—to military personnel. 


Furnish complete details about your qualifications to: 
ape Annuity Life Insurance Company, Washington 
6), D. C. 

















ACTUARIAL STUDENTS 
ATTENTION 


A Billion Dollar Company in the South can offer students a wonderful opportunity 
both while studying and after completing the actuarial examinations. Study time 
and other benefits are very liberal. The starting salary and exam raises are high. 
We offer experience in a multiple line Company, with very excellent opportunities 
to step into unfilled executive positions. All replies held in strict confidence. We are 
most interested in men with five or less exams since we propose to build our staff 
from the associate exam levels. When answering, please give your experience, and 
actuarial examination status. Write to Box S-68, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 








HOME OFFICE 
CLAIM EXECUTIVE 


A progressive, midwestern life insurance com- 
any, with health and accident division, is 
ooking for a man who has thorough knowledge 
of business, and is ambitious to advance to 
even more responsible position. Starting salary 
$10,000 a year. Address me in confidence, giv- 
ing background details, including description 
and snapshot. If employment agency knows of 
a@ good man, will pay usual fee. Write Box S-63, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 


AGENCY DEPARTMENT 
OPPORTUNITY 


Aggressive medium-sized life 
insurance company operating 
in middle west has a great op- 
portunity for some young man 
under age thirty-five, in the 





Agency Department. If you 





have a background of excellent 
personal production, have 
better than average knowledge 
of the life insurance business 
and are willing to travel this 
may be just what you are look- 
ing for. 

All inquiries will be held in 


HOME OFFICE OPPORTUNITY 


Pennsylvania Fraternal Benefit Society 
has splendid opportunity for young man 
(age 30-35 preferred) with life experience 
to assist in Department management. 

Letter of experience and personal history 
will be considered confidential. Give pres- 
ent salary and salary expected. 

Address Box S-65, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 





strict confidence. Write Box 





S-66, The National Underwriter 
Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


WANTED 
A & H Sales Executive 
Middle Atlantic, young, progressive, Life Com- 


pany offering complete Accident and Health 
and Hospitalization coverage, has outstanding 





opportunity for aggressive, high coliber, field 





sales executive to appoint Agents to sell Acci- 
dent and Sickness and Hospitalization Policies. 
Must be excellent personal producer with ability 
to train and assist Agencies in writing volume 
business. Traveling in licensed states required. 
Write fully, in strict confidence to Box S-84, 
c/o The National Underwriter Co., 175 W 
Jackson Blvd., Chicago 4, Ill. 


ACTUARY 


Looking for a Fellow er Associate 
of the Society of Actuaries. Medium 





size company in New York City— 


RECORDS 





(CONTINUED FROM PRECEDING PAGE) 
Elgin, Ill.; J. B. Cardiff, Racine Wis.; 
T. A. Lauer, Joliet, Ill.; D. N. Shutt, 
Wooster, O.; Bernard Darling, Green 
Bay, Wis.; A. Davis Baker, Worcester, 
Mass.; K. L. Bragdon, Waterloo, Ia.; 
Royall R. Brown, Winston-Salem, N.C.; 
J. K. Roberts, Fond du Lac, Wis.; C. 
Von Hickman, Eugene, Ore.; H. J. 
Stoltz, Normal, Ill.; B. J. Crosse, Bel- 
oit, Wis.; H. E. Blair, Elmira, N.Y.; E. 
G. Koch, Waukesha, Wis.; Metropoli- 
tan district agent R. E. Thomas, Pasa- 
dena, Cal.; G. M. Venable, Columbus, 
Ga.; and C. J. Ryan, Youngstown, O. 

Agent Leaders 

The three leaders among all the 3,- 
500 agents of the company are: J. N. 
Meeks, Columbus, O.—in first place 
for fourth consecutive year; Clyde 
Fuller, Milwaukee; F. A. Morse, South 
Bend, Ind. 

Also in the top twenty agents are: 
L. T. Stearn, Minneapolis; A. C. F. 
Finkbiner Jr., Philadelphia; H. B. Ruhl, 
Detroit; Royall R. Brown, Winston- 
Salem, N. C.; H. K. Schuetter, Apple- 
ton, Wis.; A. E. Gillman, Baltimore; 
Sidney Weisman, Detroit; C. E. P. 
Crauer, Poughkeepsie, N. Y.; J. H. 
Schwahn, Milwaukee; Leonard Mor- 
decai, Boston; T. W. Tuttle, Milwau- 
kee; F. D. Leete Jr.; Indianapolis; C. A. 
Seys, Grand Rapids; Edward Russo, 
Baltimore; H. S. McIntyre, Minneapo- 
lis; Bernard Darling, Green Bay, Wis.; 
and H. L. Maltenfort, Chicago. 


N. E. Life Fetes King 


Agency for ‘56 Record 


New England Life held a dinner for 
the Wheeler H. King agency at New 
York, one of five winners two years 
in a row of the annual end-of-the- 
year competition and runner-up in 
the top division for all-around per- 
formance. 

The agency’s ordinary production in 
1956 totaled $17 million, up 52%. Its 
insurance in force, excluding group 
and annuities, passed $100 million in 
December. All but four full-time 
agents were ahead of their 1955 pro- 
duction. 

Robert J. Lawthers, director of 
benefits and pension business, who 
sponsored the agency in the Novem- 
ber-December competition, spoke at 
the dinner. Homer C. Chaney, 2nd 
vice-president-agency, presented Mr. 
King a plaque awarded by General 
Agents Assn. for attaining the runner- 
up spot in the top division. This was 
based on the agency’s record in ex- 
ceeding paid business quotas, gain in 
insurance in force, new manpower, 
survival of agents in their first three 
years and agents’ minimum earnings. 


Fidelity Mutual Cites 
15 GAs for Work in ‘56 


These general agents of Fidelity 
Mutual Life have received the agency 
building award for 1956: 

Russell R. Bisbing, Allentown; Wil- 
liam W. Crouse Jr., East Orange, N. J.; 
George N. Charuhas, Miami; J. T. 
Flanagan Jr., Philadelphia; Hans 
Guenther, New York; W. Stanton Hale, 
Atlanta; George A. Hatzes, Washing- 
ton; George W. Kenney Jr., Los An- 
geles; H. N. Lyon, Oakland, Cal.; Rich- 











$878,000,000 Insurance-in-force. 
Good opportunity and salary. Write 
Box NY-59, c/o The National Un- 
derwriter Co., Advertising Dept., 99 
John St., New York 38, New York. 


EXCELLENT OPPORTUNITY FOR 


HOME OFFICE UNDERWRITER 
AGGRESSIVE, PROGRESSIVE, SOUTHERN COM- 
PANY NEEDS SERVICES OF A COMPETENT 
UNDERWRITER. COMPANY GROWING FAST, 
OPPORTUNITIES UNLIMITED. PLEASE FURNISH 
FULL DETAILS AND PERSONAL INTERVIEW 
WILL BE ARRANGED. REPLY TO: Box 2147, 
Baton Rouge, Louisiana. 














POSITION FOR ACTUARIAL STUDENT 
With large mid-western actuarial conning 
firm. Opportunity for practical education wi 
senior actuaries in all phases of actuarial con- 
sulting work including IBM. Please state back- 
ground and desired starting salary. Address 
Box S-82, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 














<< 


Trophy Winner 





The T. H. Eckhoff agency at Oska. 
loosa, Ia. of Bankers Life of Nebraska 
won the company’s 1956 President's 
Trophy in recognition of the agency’; 
outstanding performance in terms of 
administration, quality production, ang 
contribution to the company’ progress, 
Accepting the award from Bankers 
Life President H. S. Wilson (right) is 
General Agent T. H. Eckhoff. 








ard K. Marshall, Baltimore; E. H, 
Meyers Jr., Detroit; William G. Pierce, 
Philadelphia; H. S. Smith Jr., Tampa; 
Ralph G. Trimborn, Dayton; 0, 


R. Walker and Weldon Pickett, 
Louisville. 
Qualification is based on added 


manpower and certain minimum at- 
tainments for new agents in their first 
and second years under contract. 





Phoenix Mutual Awards 
Cup to Davis Agency 


Phoenix Mutual has awarded its di- 
rectors’ cup for the fourth time to the 
New York agency managed by Sam P. 
Davis for outstanding sales and ser- 
vices in 1956. The agency’s sales were 
up 120%, the largest volume of paid 
premiums ever attained by a Phoenix 
Mutual office. 

Second place honors among the 
larger agencies went to the Boston 
agency headed by Nino Siracusa and 
in the smaller agencies to the Philadel- 
phia agency managed by John 
J. McLean. Outstanding achievement 
plaques were awarded to Milwaukee, 
St. Louis and Oakland. 





Paul Revere Awards 
Trophy to Boyer Agency 


Boyer agency at Columbus, O., has 
won the 1956 president’s trophy of 
Massachusetts Protective and Paul 
Revere Life for the second consecu- 
tive year for over-all accomplishment. 

Regional winners were Lind agency 
at Milwaukee, King agency at Billings 
and Stanley agency at Albuquerque. 


Kirsch Loads Raton 
Producers in 1956 


Henry A. Kirsch, Shreveport, La., 
who led Aetna Life producers in 1956 
for the second consecutive year, was 
installed as president of the 1957 
Leaders club at a three-day seminar 
attended by 80 members at Hartford. 

Others taking office were V. John 
Krehbiel, Los Angeles, vice-president; 
Harold A. Sussman, New York City, 
secretary, and William H. Mauk, To- 
ledo, treasurer. 

President Henry S. Beers of Aetna, 
welcoming the club members, said a 
continuation of the present general 
prosperity spells a bright future for 
the growth of individual life insur- 
ance during 1957. 

Guest speakers were John B. Har- 
riman, vice-president of Boston Safe 
Deposit & Trust Co., and Henry B. 
Cooper, Pittsburgh attorney and au- 
thority on estate planning. Club mem- 
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“pers participated in panels on unique 


methods of stressing the value of life 
insurance, business insurance and the 
growing importance of life insurance 
for employe fringe benefits and tax 


payments. 


General American Sales 
Campaign Sets Record 


A record total equivalent volume of 
more than $22 million—the highest 
‘amount ever reached in any compar- 
able sales campaign—has been at- 
tained in the star reporter sales cam- 
paign conducted by General American 

ife. 

y The record-setting figure represents 
an increase of $1,309,903, or 6.2% over 
the best previous equivalent volume 
in a production campaign. Final paid 
equivalent volume figures, according 
to categories, were: Life—$17,245,385; 
Group—$4,288,914; A&S—$787,512. The 
grand total was $22,321,811. 








Leading District Offices 
Get Commonwealth Trophies 


District office winners of Common- 
wealth Life’s 1956 President’s, Vice- 
president’s, and Director of Agencies’ 
trophies have been announced. 

District offices and managers win- 
ning the President’s Trophy are: Dan- 
ville, Ky., A. T. Holsclaw; Indianapolis 
North, W. T. Bolyard; and Big Sandy 
at Pikeville, Ky., J. T. Parker. 

The Vice-president’s Trophy was 
awarded to Agents Joseph R. Jouana, 
Mobile; Ronald E. Shanks, Kentucki- 
ana district; H. Y. Carroll, Danville; 
and R. R. Bach, Winchester, Ky. 

Assistant Managers Ted Adams (Big 
Sandy), Henry C. Walters (Louisville 
East), and Roger Cox (Danville) won 
the Director of Agencies Trophy. 





American United Lists 


Top Salesmen, Agencies 


Morton Weiner, Beverly Hills, Cal., 
gained top American United Life hon- 
ors in 1956 with sales of nearly $2 
million. Other leading producers of 
the company, all million dollar produc- 
ers, were R. Neal Sinclair, Indianapo- 
lis; Edwin L. Mays Jr., Kansas City; 
Claud V. Kellerhals, Champaign; Frank 
E. Sullivan, South Bend, and Joseph 
F. Boots, Indianapolis. The Comstock 
agency of Indianapolis was the leading 
agency in 1956, and the Belisle agency 
at Kansas City was second. 


OLD LINE LIFE—H. R. Buckman & 
Associates, Milwaukee general agents 
for Old Line Life of Milwaukee, led 
the company in 1956 with a 100% in- 
crease in business. Mr. Buckman, a 
member of the Million Dollar Round 
Table, was the top personal producer 
of the company with $2,746,000 in 
sales. Members of the Buckman agen- 
cy and their wives were entertained 
at a dinner by company officers at the 
Wisconsin Club. 


BANKERS NATIONAL LIFE—Har- 
ry J. Baker, general agent at Boston, 
paid for $1 million of ordinary life in 
January, making it the third time he 
personally has sold that amount in a 
30-day period. He joined the company 
In 1929 and is a life and qualifying 
member of Million Dollar Round Table. 


UNION MUTUAL LIFE—James D. 
Haber of the Pittsburgh agency is the 
leading 1956 non-can producer, with 
$13,992 in premiums. He joined the 
company in 1943 and became the lead- 
ing life producer in 1947. 


PRUDENTIAL—Jessie D. Jcnes cf 
the Jacksonville, Fla., agency has been 
named the company’s top salesman of 
ordinary agencies for the second suc- 
cessive year. He sold $2,076,094 in 
1956, doubling his previous year’s rec- 
ord. George W. Morris of the Fort 
Worth, Tex., agency ran a close sec- 


ond, with more than $2 million. Ber- 


‘nard Lewis of the Osborne Bethea 


agency in Newark, N.J., was third. 
The ordinary agencies had 63 million- 
dollar producers, 20 of whom were in 
the Newark home office territory, 
which led in this respect. 


JEFFERSON NATIONAL LIFE, 
which during 1956 experienced a note- 
worthy increase in new business which 
brought insurance in force to an ex- 
cess of $150 million, has now complet- 
ed the biggest January in the compa- 
ny’s 17 years history. New life sales 
for the month were up 28.36% over 
January, 1956, and A&S premium in- 
come also showed a marked increase, 
particularly in the number of non- 
cancellable applications submitted. The 
company, which now operates in eight 
states, has applied for entry into Ari- 
zona and Minnesota, also. 


AMERICAN NATIONAL—Ordinary 
sales during January totaled $78,166,- 
842 and established a new January 
record for the company. The volume 
exceeded the company’s monthly pre- 
vious high total by $12,736,636. The 
record, a gain of 19.4%, was set in the 
traditional Founder’s Month campaign 
with which the company begins each 
year. Each year the result has set a 
new record during the 30 days in 
which members of the ordinary indus- 
trial field force dedicate production 
to the late W. L. Moody Jr., the com- 
pany founder and president for its first 
51 years. 

Besides the record gain in ordinary, 
the company experienced the largest 
gain in January in several years in 
industrial, credit life and A&S lines. 
The company has set a goal to reach 
$4 billion of insurance in force by Sep- 
tember, a target date that has been 
set three months earlier than previ- 
ously planned. 


EQUITABLE «,. g0WA—The agen- 
cy force of Equit®_““of Iowa recorded 
the largest January production of new 
paid life in the 90-vear history of the 
company. The total for the month 
amounted to $13,042,196, representing 
a 16.2% gain over the corresponding 
month of 1956. Life in force at the end 
of the month increased to $1,497,440,- 
841. The F. A. Smart agency at De- 
troit placed first among all agencies 
throughout the country. 


MIDLAND NATIONAL LIFE—New 
life business written in January ex- 
ceeded the previous one-month record 
by more than $750 million. The Janu- 
ary figure was $7,155,232 compared 
with $6,398,015 recorded in May, 1956. 


INDIANAPOLIS LIFE—After com- 
pleting a record breaking year during 
1956, Indianapolis Life has started off 
1957 at an even faster pace. Sales dur- 
ing January were 17% ahead of last 
January and were the highest of any 
January in the company’s 52-year his- 
tory. Individual leader for the month 
was Nate Kaufman of Shelbyville, Ind. 


NORTHWESTERN NATIONAL LIFE 
—A record January volume of $13,- 
393,796 in new business, 18% greater 
than written in January of 1956, has 
been reported by Northwestern Na- 
tional Life. New ordinary, excluding 
group, totaled $12,088,212, compared 
with $10,820,010 a year ago. 


MIDLAND MUTUAL LIFE—Sixty- 
five agents, an all-time. high number, 
have qualified for membership during 
1957 in the four production honor 
clubs of Midland Mutual Life. Four- 
teen agents, twice as many as the pre- 
ceding year, have been inducted into 
the top honorary group, the All-Star 
Club, on the basis of their 1956 perfor- 
mances. Ten agents have qualified for 
the President’s club, 16 for the Merit 
club, and 25 for the Challenger’s club. 


The Jaffe Agency of New York City 
led Mount Vernon Life in 1956, with a 
total ordinary production of $8% mil- 
lion. Twenty-five of the agency’s pro- 
ducers have already qualified for the 
company’s convention at Miami, March 
24-27, 


FIELD CHANGES 


(CONTINUED FROM PAGE 24) 

the company’s northwest branch of- 
fices. Mr. Horn joined the company 

as a member of the claim department 
in 1940 and entered the sales organi- 
zation in 1942. He was named man- 
ager at Portland in 1949. In addition to 
managing the Portland office, he will 
now work with the managers of the 
company’s Seattle and Spokane branch 
offices. 


Aetna Life 


Stuart M. Place has been named 
assistant general agent of the Curry 
agency of Aetna Life at South Bend. 
Mr. Place joined Aetna Life at South 
Bend in 1951 and has been a super- 
visor. 





National Life of Vermont 


John A. Newman has been appoint- 
ed general agent of a new agency at 
130 William street, 
New York City. 
Before joining Na- 
tional Life of Ver- 
mont, he was asso- 
ciate general agent 
of the Cerf agency 
of State Mutual at 
New York for sev- 
eral years. After 
World War II na- 
valservice, he 
joined Prudential’s 
ordinary agency at 
Boston and ad- 
vanced to acting 
manager. Before 
the war, he was in the real estate and 
insurance business on Staten Island, 

¥. 


aN. 


Phoenix Mutual Life 


Vincent Tibbals has been named 
manager of the Phoenix Mutual Life 
agency at Fort Wayne. He succeeds 
Robert W. Ferguson, who has been 
appointed associate manager in charge 
of the brokerage department of that 
agency. 





J. A. Newman 








A bill to amend Washington, D. C., 
fire, casualty and life laws by tighten- 
ing agent licensing requirements has 
been introduced in the Senate. During 
the last Congress a similar measure 
was killed in committee. 








STOCKS 





By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Feb. 12, 1957 


Previous Current 
Week’s Bid Bid Asked 
PRIA TDG csincnicscsriccrceiorcccicesse 169 173 
Beneficial Standard 17% «18% 
Cal.-Western States 78 82 
Colonial Life 20... 91 95 
Columbian National 83 86 
Commonwealth Life 21% 22% 
Connecticut General 248 252 
Continental Assurance 108 112 
Franklin Life ............e 8912 91% 
Great Southern Life . 79 83 
CEE TI oancnesesccicterenciicscccciee 2934 30% 
Jefferson Standard ... 116 119 
Kansas City Life ....... 1090 1110 





Life & Casualty... 4 22 23 






Life Insurance Investors ... 14% 14% 14% 
Life of Virginia .................... 101% 99 102 
Lincoln National ... eet. ae 215 218 
National L. & A. wees 96 89 92 
North American, Il. ............ 19 18% 19% 
N. W. National Life .............. 96 90 94 
Ohio State Life 0.0.0.0... 285 283 293 


Old Line Life 20.0.0... 58 58 62 


Wisconsin National 


Open Nominations 
for A&S Man of Year 


The accident and sickness insurance 
business will help choose its ninth 
“man of the year’. award winner in 
balloting now being opened. Interna- 
tional Assn. A&H Underwriters, which 
sponsors the Harold R. Gordon mem- . 
orial award along with Chicago A&H 
Assn., is distributing nominating bal- 
lots to all interested segments of the 
business, including insurance commis- 
sioners. 

The award is given for outstanding 
contribution to the A&S business dur- 
ing the preceeding year, or for sus- 
tained and meritorious service over a 
long period of time. Presentation will 
be made at the IAAHU annual con- 
vention at St. Paul June 12-15. 

Any member of a local A&H asso- 
ciation may vote in the nominations; 
likewise any member of an insurance 
association, members of the insurance 
press, an insurance commissioner, or 
persons directly or indirectly con- 
nected with the A&H industry. 

All ballots must be sent to the 
chairman of the 1957 award com- 
mittee, Albert H. Wohler, c/o the 
IAAHU, Room 1110, 330 South Wells 
street, Chicago 6, not later than March 
31. Mr. Wohlers of Youngberg-Carlson 
agency, Chicago, will be assisted on 
the award committee by Irving G. 
Wessman, Loyalty group; E. H. O’Con- 
nor, Insurance Economics Society, 
John C. Burridge, NATIONAL UNDER- 
WRITER magazine and Bruce Gifford, 
managing director of IAAHU. 

The committee will review the 
nominations and make its selection. 
Mr. Wohlers will make the presenta- 
tion of the plaque contributed by the 
Chicago A&H Assn. at the St. Paul 
convention. 

Mass ballotting in the nominations 
is discouraged. Only individual ballots 
should be forwarded to the committee. 
Each ballot must be accompanied by 
biographical and background data. Vo- 
ters are asked to state precisely why 
they think their candidate should be 
the recipient of the award. Additional 
ballots may be obtained from IAAHU 
headquarters in Chicago. 





A. J. Hancock, formerly agency sec- 
retary of Wisconsin Life, Madison, has 
been elected director of agencies of the 
company, and Dr. N. A. Hill, associate 
medical director, was named assistant 
medical director. 


DEATHS 


(CONTINUED FROM PAGE 12) 

MARTIN T. NAVIN, 73, general ag- 
ent at Chicago for Minnesota Mutual 
for many years until his recent retire- 
ment, died at his home in Chicago. Mr. 
Navin operated an agency at 327 South 
La Salle street until 1954 when he 
moved his headquarters to 9026 South 
Laflin street. 


JOHN K. TAYLOR, about 70, retired 
former manager at Louisville for Equi- 
table Society, died in his home at Lou- 
isville. Mr. Taylor went to Louisville 
in 1937 and was manager there until 
his retirement in 1954. Before 1937, he 
was with Equitable at Dayton, O. 











MARK DAVIDS JR., Mutual Bene- 
fit Life, Los Angeles, died in a hospital 
a few hours after his car went out of 
control on the Pasadena Freeway, 
crashed through a guard rail, turned 
over and burned. 
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More Companies Report 
Record Sales for 1956 


(CONTINUED FROM PAGE 4) 
est rate on investments for 1956 was 
3.67% before federal income taxes and 
3.41% after taxes. 

The marked increase in interest rate 
available on new investments in the 
latter portion of the year prompted 
major shifts in the company’s invest- 
ment portfolio. The holdings of U. S. 
government bonds were reduced. In- 
vestments in municipal, railroad and 
public utility bonds were increased. 
Mortgage loans also were increased. 


GREAT SOUTHERN LIFE 


Great Southern Life had a total vol- 
ume in force Dec. 31, 1956 of $845,328, 
897, not $345,328,897 as mistakenly re- 
ported in a recent issue of THE Na- 
TIONAL UNDERWRITER. 


PACIFIC MUTUAL LIFE 


Pacific Mutual Life closed 1956 with 
more than $21 billion of life insurance 
on its books, nearly tripling its total 
volume in force in the past 10 years. 
The in force figure at the end of 1955 
was $2,047,000,000. New life placement 
during 1956 totaled $353 million as 
compared with $327 million in 1955. 
The 1956 accomplishment established 
an all-time annual high for the com- 
pany. Gains were marked in both or- 
dinary and group departments, with 
group showing a 90% increase in the 
number of organizations covered in 
1956 as compared with previous years. 


DOMINION LIFE 


New business issued, increased, and 
revived amounted to $96,587,214, es- 
tablishing an all-time record for Do- 
minion Life. Business in force in- 
creased $59 million in 1956 to reach a 
total in excess of $709 million. Income 
was $29,397,063, including $18,479,414 
in premium income and $6,441,903 in 
investment income. 

The rate of income on investments 
in 1956 was 4.40% compared with 
4.23% in 1955. Assets during the year 
increased by $9,849,712, bringing the 
total to more than $159,900,000. The 
total investment in mortgages is $64,- 
339,000, which is more than 41% of all 
assets. 


UNITED STATES LIFE 


United States Life edged almost up 
to the billion in force mark with $993,- 
145,301 at the year-end. The increase 
in life insurance in force exceeded the 
total amount in force 11 years ago, 
President Raymond H. Belknap point- 
ed out. 

Ordinary sales within the United 
States increased 21%, which, according 
to the company, is nearly double the 
average rise in sales for comparable 
companies. Total ordinary sales, do- 
mestic and foreign, in 1956 were $98,- 
274,483, up 15% and more than dou- 
bie the comparable results for 1952. 

United States Life set a new record 
for individual A&S, with a 34% in- 
crease. Earnings from insurance op- 
erations also set a record, $923,003, 
and net yield on investments rose 
from 3.77% to 3.96%. Assets rose 
from $77,756,997 to $86,860,793. 

More than half of ordinary sales 
came from agencies appointed since 
Jan. 1, 1952, Mr. Belknap pointed out 
in reviewing the company’s active 
program of domestic expansion. The 
New York City agency headed by 
Emanuel Dash led in production for 
the year. 


File HIAA Brief in National Casualty Case 


(CONTINUED FROM PAGE 1) 





diction of the commission except 
in matters fundamentally intrastate 
which ‘affect’ commerce. The fact is 
that the commission never has had 
jurisdiction over intrastate commerce 
whether or not it affects interstate 
commerce. The results therefore of 
the majority’s reasoning are to leave 
the commission with jurisdiction over 
insurance as broad as it has over any 
other industry, and to deprive 

the (McCarran) act of any effect at 
all on the federal trade commission 
act. 

The HIAA brief also pointed to the 
case of Miley v. John Hancock Mu- 
tual Life Insurance Company. This 
case involved an attack on the activi- 
ties of a commission appointed pur- 
suant to state law to purchase insur- 
ance for employes of the state. The 
allegation was that the commission 
and several insurance companies had 
conspired in violation of the Sherman 
act. The court dismissed the complaint 
on the ground that the McCarran act 
had rendered the Sherman act inap- 
plicable. Not only, said the court, were 
the activities of the commission au- 
thorized and regulated by the statute 
which created it, but the state had 
comprehensively provided for the reg- 
ulation of insurance generally, and 
these general regulations constituted 
“an additional ground for holding” that 
the Sherman act did not apply. 

Appended to HIAA’s brief are the 
minority opinions of the commission 
in the American Hospital case, in 
which Chairman John W. Gwynne 
and former member Lowell B. Mason, 
who dissented, stated “we are unable 
to agree with the views expressed 
in the majority opinion. The reasons 
for our dissent are: First, the opinion 
completely ignores the intent of Con- 
gress in adopting public law 15 (Mc- 
Carran act); second, it would return 
the insurance business to the uncer- 
tainty and confusion which followed 
the decision in U. S. v South-Eastern 
Underwriters Assn. It was to remove 
this uncertainty and confusion that 
the McCarran act was adopted.” 


Also appended are additional views 
of Mr. Mason regarding the American 
Hospital case. He stated that the is- 
sue resolved itself basically into the 
fundamental question of states’ rights 


versus centralized government. 

“To transfer in one fell swoop the 
control of every phase of the business 
of insurance, whether regulated or not 
by state law, to the federal govern- 
ment when crossing state lines is to 
flout the expressed intent of Con- 
gress,’ Mr. Mason said. 


NALU Schedules First 
Inter-American Meet at 
Puerto Rico May 13-16 


National Assn. of Life Underwriters 
and the Puerto Rico association will 
hold the first inter-American confer- 
ence May 13-16 at Caribe Hilton hotel, 
San Juan. 

The meeting is designed to foster 
greater understanding among Latin 
and north American areas by discuss- 
ing their common problems and hopes 
for the future. The possibility of form- 
ing an “Inter-American Assn. of Life 
Underwriters” will be explored. 

The program will open on the eve- 
ning of May 13 with a reception and 
buffet dinner, at which delegates and 
special guests will be introduced. Ev- 
erett R. Hagberg, Jefferson Standard, 
San Juan, president of the Puerto Rico 
association, will make welcoming re- 
marks, and the Puerto Rico insurance 
superintendent will speak. 





Lester Schriver, managing director 
of NALU, will open the May 14 morn- 
ing session by discussing “The Mean- 
ing of a Life Underwriters Assn.” One 
delegate from each country will speak 
briefly on the progress and problems 
of life insurance sales and service in 
his country. A special committee will 
be named to investigate the possibility 
of forming the inter-American asso- 
ciation. Leading agents of Puerto Rico 
will conduct a sales clinic in the af- 
ternoon. At dinner, the value of a Life 
Underwriter Training Council study 
program will be discussed. 

The May 15 morning session will 
consist of another sales clinic. A tour 
will be made to Luquillo beach, where 
a picnic lunch will be served. 

The sales clinic will continue on the 
morning of May 16. At conferences in 
the afternoon, the special committee 
will make its recommendation on form- 
ing the inter-American association. If 
approved, officers and directors will 
be elected and a location and approxi- 
mate date for the next conference will 








Life Industry Continues to Grow, but Stocks Dip 


While the life industry continues 
to demonstrate its growth and stability 
in 1956, the market worth of the 20 
leading stock life companies fell off an 
average of 10.9% in the 13 months to 























averages of Morgan & Co., Los Angeles. 

The Morgan averages on 20 life 
stocks closed at 177.48 on Jan. 31, up 
4.4% from the 1956 year-end close of 
170, and compares with the Dec. 31, 


Jan. 31, 1957, according to Morgan 1955, figure of 199.15. 
Morgan Averages - 20 Life Stocks 
Loss or Gain 
----1956 BID PRICES---- -JAN. 1957 BID PRICES- 12-31-55 to 
High Low Close High Low Close 1-31-57 
% 
Aetna Life 216 156 169 182 169 178 —17.6 
American National ..........0...cc0008 16% 9% 10% 10% 10% 105, —12.4 
California-Western States ........ 110 73 73 77 73 76 i 
Columbian National ....... nih 103 70 72 81 71 81 —16.5 
Connecticut General .. 291 220 256 260 250 260 4.0 
Continental Assurance 14842 106 119 121 114 114 —17.9 
Franklin Life ............ 95% 15 8742 97 8612 96% 2 
oe a ae 36 27% 3212 30 304% —10.3 
Jefferson Standard .. 136 110 128 130 124 127 5.8 
Kansas City Life .... 1505 0 1135 1130 1100 1120 —25.6 
Life & Casualty .... 2634 20% 20 2342 20% 22% — 7.2 
Life of Virginia . 135 91 101 103 100 101% —22.5 
Lincoln National 245 198 205 221 205 218 — 6.0 
Monumental Life .. 90 72 73 74 73 73% —18.3 
National Life & Accident .......... 00 81% 8812 9214 87 92% — 6.7 
Northwestern National Life........ 103142 68 102% 105 98 98 3.4 
Southland Life Rage 86 86 86 84 85 —41.5 
Southwestern Lif 130 92 95 95 94 94 —27.7 
Travelers ...........0.00.. 8414 6242 68% 735% 6742 73% —13.0 
United States Life 391% 25% 27% 28 265% 26% —19.0 
MORGAN AVERAGES - 
20 LIFE STOCKS 203.95 164.84 170.00 180.00 167.87 177.48 


—10.9% troller. 


Clark, ElliottNamed 


to Head John Hancock 

(CONTINUED FROM PAGE 1) 
retired under the company’s Pension 
program. 

Paul F. Clark’s entire business ex. 
perience has been with John Hancock, 
which he joined on graduation from 
the Wharton school of University o¢ 
Pennsylvania at a time when the com. 
pany’s assets were $127 million ang 
insurance in force was $798 million, 
After becoming the company’s leading 
personal producer, while a member of 
the Baltimore agency, operated by his 
uncle, Ernest J. Clark, he went to Bos. 
ton to open a Hancock general agency 
in 1921. For 17 years it led the com. 
pany in sales. In 1938 he went to the 
home office as a vice-president, pe. 
coming a director in 1941. 

Mr. Clark originated the Million 
Dollar Round Table and was its firs, 
chairman. He is also a past chairman 
of Institute of Life Insurance and , 
past president of National Assn. of 
Life Underwriters and American §p. 
ciety of CLU. He received an honorary 
LL.D. degree from University of Penn- 
sylvania and is on many boards of di- 
rectors. 

Mr. Elliott, a former Indiana assist- 
ant attorney-general and judge of the 
Indiana superior court, joined John 
Hancock as general solicitor in 1934, 
becoming general counsel two years 
later, vice-president in 1937, and a 
director in 1945. He is a cum laude 
graduate of Indiana university, which 
gave him an honorary LL.D. degree 
in 1955, and a law graduate of Har- 
vard. He has served as president of 
Assn. of Life Insurance Counsel, 
chairman of the legislative committee 
of Life Insurance Assn. of America, 
and manager and general counsel of 
American Life Convention. He serves 
on a number of boards outside the life 
insurance business. 








be set. Puerto Rican government offi- 
cials will be guests at the final dinner. 

Since the conference will be bilin- 
gual, a translation system similar to 
that used at United Nations will be 
used. 

Robert L. Forbes Jr., general agent 
of Pilot Life at Santurce, is general 
chairman of the conference. 


Ohio State U. to Hold 


Agency Management Meet 


“How to Run a Profitable Agency” 
will be the theme of the annual life 
agency management conference spon- 
sored by Ohio State university March 
1 in the Ohio Union building on the 
campus at Columbus. 

Speakers discussing the agency 
manager as a business man will cover 
the costs of new business and conser- 
vation, plus areas in which profit mar- 
gins can be improved. How agents 
and companies might establish close 
contact with policyholders will be an- 
other topic. ‘ 

Also to be discussed are recruiting 
in cities vs. small towns and rural 
areas, in colleges and for the college 
market, men with incomes over $7,- 
500, men over 40 and among property- 
liability agents. 








Chadeayne of General American 
Quits to Direct TV Station 


Henry F. Chadeayne, treasurer of 
General American Life, has resigned 
to accept a full-time position as ex- 
ecutive director for KETC, an educa- 
tional television station at St. Louis. 
With General American for 23 years, 
Mr. Chadeayne has been treasurer 
since 1955 and before that was comp- 
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OTS OF 
OPENINGS 


Feel cramped? Want to expand? Want to run your 
own show? 


New depth in the field is a vital part of Central 
Standard Life’s vigorous ‘‘from now on’”’ expansion 


program. 


Opportunities for your own general agency at 
the grass roots, the four corners, possibly your home 
town. Top commissions with vested life time re- 
newals for general agents, special agents, multiple 
lines men and brokers. 


Write, wire or phone Claire L. Gsell, Agency Vice President } 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Grunded (905 — 


211 W. Wacker 





Drive Chicago 6 
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OTHER 


DINKLER 
HOTELS 


THE DINKLER-TUTWILER 
Birmingham 


= THE 
DINKLER- 
JEFFERSON DAVIS 
Montgomery 


THE 
DINKLER- 
ANDREW JACKSON 
Nashville 


THE ST. CHARLES 


it New Orleans 
A fe # mn - 
he eye “is 


Athontas Finest 
THE 
DINKLER PLAZA 




















AND 


MOTOR 
INNS 


JAMAICAN MOTOR LODGE 
Jacksonville, Fla. 


THE BELVEDERE MOTEL 
Atlanta, Georgia 
e 





Everything's new, | 
including banquet 
facilities to accommo- 
date 2000 persons; 
600 beautiful guest 
rooms and luxury 


Teletype Service 


suites; 4 outstanding to all Dinkler Hotels 





‘restaurants and com- ° 
-  . CARLING DINKLER 
plete air-conditioning pte 


CARLING DINKLER, JR. 
Executive Vice President 


' throughout the hotel. 


















3 TEMPORARY « 


fe OFFICE HELP? 


i a 
manpower, inc. 

FOR Z 
 TYPISTS, STENOS, ™ 
OFFICE WORKERS 


Use our trained employees at low 
hourly rates. We'll work in your office 
for any length of time — 4 hrs., a 
day, a week or longer. 















We specialize in: 


e@ POLICY TYPING 
"@ CALCULATING 
@ MAILING SERVICE 


manpower, inc. 


820 N. Plankinton Ave., Milwaukee, Wis. 


Write for free booklet q 
''The Inside Story of Temporary Help" 







Over 100 Offices Coast-to-Coast 
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Shiny ribbons of steel bind the 
Heart of America to every 
community in the nation. Raw 
materials, produce, staples and 
luxuries, which directly influence 
the lives of 90 million people 

in thirty-two states, flow through 
the “yards” in Kansas City 

daily. And most people in 
America are to some degree 
dependent in vital ways upon 
this giant railway center for the 
things which guarantee better 
and better living for themselves 


and their families. 


This proximity to everywhere 
is also vitally important to the 
Kansas City Life agents in 

39 states and the District of 
Columbia and to our policy 
owners from coast to coast and 


from border to border. 


no wonder it’s called 
the “Heart of America” 


KANSAS CITY LIFE INSURANCE CO. 


Broadway at 
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Armour, Kansas City, Missouri 





